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HOME COMFORT 


WARM AIR HEATERS 


The HOME COMFORT 
WARM AIR HEATERS 
embody all the essen- 
tial features of a high 
grade heating appara- 
tus. Simplicity, econ- 
omy and comfort are 
distinctive qualities. 


The HOME COMFORT 
WARM AIR HEATERS 
have for a long time 
held a pre-eminent po- 
sition in the esteem 
of the leading dealers, 
architects and builders 
throughout the central, 
western and northern 
States. 


This esteem is the out- 
growth of the merits 
contained in the HOME 
COMFORT WARM AIR 
HEATERS. 
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° TRADE MARK: 


The HOME COMFORT 
WARM AIR HEATERS 
provide exactly what 
their name implies. 


The HOME COMFORT 
WARM AIR HEATERS 


are strong and dura- 


gy ble, being made of steel 
& plate. 


Quick in operation be- 
cause heat penetrates 
this metal almost in- 
stantly. 


Great in capacity be- 
cause of its large radi- 
ating surface. 


HOME COMFORT WARM AIR HEATERS are adapted for 
heating Public Buildings, Schools, Churches, Stores and Dwellings. 


Will burn any kind of fuel satisfactorily. 


Write TODAY for our booklet “‘What HOME COMFORT Users Say’’ and our latest catalog. 


WROUGHT IRON RANGE COMPANY 


ST. LOUIS, MISSOURI 


5661 Natural Bridge Avenue 











ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 52 and 53. 























AMERICAN ARTISAN AND HARDWARE RECORD 








ogi ee 
TRADE MARK > 





April 7, 1917. 


RINGEN STOVE CO. 


DIV.OF AMERICAN STOVE CO. 


ST. LOUIS, MO. 


J BURNERS ARE EASY TO RE-WICK 
CHIMNEYS ARE PORCELAIN ENAMELED 





SAN FRANCISCO. CAL. 


NO RUST a EASY TO CLEAN E 715 INDIANA ST. 
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FRONT RANK Steel Furnace 


TRAOG NAME ReEeSi STeReEewo 


plus FRONT RANK Service afford the live 


TRA Oe NwAve =~. Sea 


Dealer the most attractive Furnace Proposition 


on the market today. 


The -FBONTRANE Steel Furnace is minimum trouble, because it gives con- 
simply and strongly built of tight- sumers the maximum service and satis- 
riveted steel; is easily cleaned; stays in faction. But besides furnishing an 
order; is durable and fool-proof. It A-1 Furnace. 
gives dealers the maximum profit and 


We Help FRONT RANE Dealers 


by furnishing them Reccrtect window and 
counter cards, with ‘“‘pep” and “punch” in them, 
calling attention to the FRONT RANK Steel Furnace. 
Wegive them store signs, that stir up trade. We furnish 
them cuts for their local news-paper advertising. Wegivethemallkinds 


of ‘‘dealer helps,’’ and above all, we are spending thousands of dollars in 
a National Advertising Campaign that will make the name of the 


Steel Furnace a household term from sea to sea. 





Don’t you want to join the FFRONT RANE 


Club? Write us for particulars. 
Good bye! We're ms 


itoobet forse Haynes - Langenberg 
at Manufacturing Co. 


4058 Forest Park Blvd. 
St. Louis, Mo. 





TRADE MARK 
_ REG. U.S, PAT. OFF. 
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The Stove Tin Hardware 
Heating and Ventilat- 
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Chicago Illinois 
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A siLt has been introduced in the Illinois State 
Legislature by Senator Morton D. Hull of Chi- 
cago which opens the way for the 


Help Is 
Needed for State to take advantage of the Federal 
FB onl Aid provided for in the Smith-Hughes 
Bill. Law which was enacted by Congress at 


Washington during the winter just past. 

The Hull measure creates a State Board of Voca- 
tional Education to be under the State Superintendent 
of Public Instruction and four trustees appointed by 
the Governor. It proposes local boards in cities to 
consist of the superintendent of schools and four 
trustees, two employers and two representing labor 
trades. 


It would appear that Senator Hull has thus made 
provisions for the sort of supervision which would 
best serve the interests of all concerned—the general 
public, represented by the four trustees in the State 
Board and the State Superintendent; the employers 
and the employes, represented by the trustees in the 
local boards, and the educational authority represented 
by the local superintendents of schools. 


The introduction of a bill, however, does not always 
mean that it will be passed, nor that it will be enacted 
into law in the shape it was originally introduced. 
There may be some features in the Hull Bill which are 
not in accordance with the “fixed ideas” of some of 
those who in 1915 were instrumental in killing off 
similar legislation because they couldn’t have their 
way, and as these same persons evidently have consid- 
erable influence with “the powers that be,” it behooves 
every one who is interested in having the Hull Bill 
become a law to take immediate steps to see that it is 
pushed through to enactment, or to have it amended 
and then passed in such a form as will provide the 
best possible start of State Vocational Education, so 
that advantage may be taken of the Federal Aid ex- 
tended by the Smith-Hughes Law, particulars about 
which will be found on page 38 of this issue. 


Every sheet metal contractor in Illinois is vitally in- 
terested in this matter, because by a law such as that 
Proposed by Senator Hull it will be made possible for 
him to have his apprentices properly trained in the 
technical parts of his trade, thus making them more 
efficient and profitable employes and therefore also bet- 
ter satisfied and reliable workers. 


Write to your State Senator and your three State 
Representatives—at once—urging them to expedite in 
every way the consideration and final passage of the 
Hull Vocational Education Bill. 
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ONE OF THE Justified criticisms that have been 
made against some of our large business interests, as 
well as against our Federal Government, 
is that the latter in the past has made 
little or no provision for the conserva- 
tion of our natural resources and by this 
inaction has permitted certain interests to exploit these 
resources for private gain without due regard to the 
general public. 


Conserving 
Natural 
Resources. 


It is coming, however, to be recognized at a steadily 
increasing rate that “public interest” is paramount, 
and one of the proofs of this is found in the fact that 
the Chamber of Commerce of the United States has 
become sponsor for a recommendation that remedial 
legislation be enacted which will permit cooperative 
agreements under Federal supervision in such indus- 
tries as influence our primary natural resources, on the 
condition that the agreements tend to conserve these 
resources, to lessen accidents and to promote the 
public interest. 


Up to the present time, there has been no distinc- 
tion so far as legislation is concerned between the re- 
sources which become exhausted or greatly depleted 
through utilization and the resources which in a large 
measure renew themselves every year. The principal 
question with which the Chamber of Commerce of the 
United States concerns itself at this time relates to 
methods and to the form which new legislation should 
assume. 

It is contended by the Committee of the National 
Chamber that in the course of the last twenty-five 
years the competition which increases waste of natural 
resources and heightens danger to life and limb among 
operatives has grown in breadth and intensity. For 
instance, it is said that something like 40 percent of 
the coal in the mines is lost so far as beneficial utiliza- 
tion is concerned. Millions of barrels of oil have 
been wasted by being allowed to flow into the streams 
or by being mixed with water or by evaporation. As 
for lumber, it is estimated that only about 35 percent 
of the total volume of Jumber as it stands in the 
forest reaches the ultimate consumer. The remaining 
65 percent is lost in stumps, sawdust, slabs, broken 
timber and logs left to rot in the woods. About 25,- 
ooo deaths occur annually from industrial accidents, 
more than 4,000 of which are in metal and coal mines 
and in the lumber industry. 

The Government supervision which the Committee 
recommends should be through the Federal Trade 
Commission, which has facilities for coming to con- 
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clusions about the public interest in each case and 
about the methods of operation and their bearing upon 
proper conservation and utilization, as well as their 
efficiency in safeguarding life and limb. 

The Committee states that its recommendation for 
remedial legislation to permit cooperative agreements 
in industries which influence primary natural resources 
does not constitute a departure from the course of 
Federal legislation, but that on the contrary it accords 
with the purpose of enactments of recent years. 

A referendum is now being conducted by the 
United States Chamber of Commerce for the purpose 
of securing the opinions of the various bodies of busi- 
ness interests composing that organization, as to the 
advisability of having such a law introduced in and 
passed by our National Congress. 








Nor sO MANY years ago there was a certain group 
of so-called advertising counsellors who in their soft 
padded office chairs had absorbed all the 

It Pays tO wisdom and all the knowledge of mer- 

va chandising that was worth while—and 

the sum of it all was that the retailer was 
a sort of slot machine whose chief duty in life was to 
distribute whatever Tom, Dick or Harry put a trade- 
mark on and “created’”’ a demand for among consum- 
ers by page ads in “Mrs. Smith’s Home Magazine” 
and other publications with a million or two circula- 
tion, more or less—no matter whether that particular 
trademarked article had any special merit or whether 
there was a living profit in the handling of the article 
for the retailer. 

Most of that class or group have fallen by the way- 
side or have come to a realization of the fact that the 
retailer whose account is worth having counts for con- 
siderable, and that his influence amounts to a great 
deal in the scheme of distribution. 

For instance, at a recent convention in Chicago, one 
of the advertising men in charge of the publicity work 
for one of the great packing houses, Armour & Com- 
pany, made the statement that this great concern de- 
pends upon the goodwill of its retailer customers to 
cash in on its nationally advertised products—that in 
a very large percentage of cases, much more than half, 
the retailer is the one that makes the sale of a trade- 
marked article, so far as their line is concerned. 

‘Another well known advertising man and selling 
engineer, R. Whitely Plummer, Assistant to the Presi- 
dent of the Spring Nut Lock Company, Chicago, in 
a recent address made this statement: 

“Speaking from my own experience in my own 
company and from a broad experience as the executive 
officer of a national advertising agency, I say, the 
best place to start your advertising campaign is in the 
trade journal field.” 

This statement was made in connection with the 
proposition of a cooperative advertising campaign, and 
applies with even more force to the advertising that 
should be done by an individual manufacturer whose 
product is to be distributed through retail stores. 

Truly, the retailer and the publications in which he 
seeks information as to methods by which he can im- 
prove his service and thus make his store more profit- 
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able, because more efficient, are being recognized to 
greater and greater degree as the really, fundament- 
ally, important links in the chain of distribution by 
those who have given the matter thorough study and 
their experiences in actual business life have proven 
that their theories were correct and worthy of being 
followed out in practice. 

AMERICAN ARTISAN AND HARDWARE REcorRD has 
always maintained that the efficient retailer is entitled 
to his fair share in the profits for the service he per- 
forms in the distribution at economical cost of the 
manufacturer’s products, and it is with considerable 
gratification that we can point to the fact that many 
of the most prominent manufacturers in the lines rep- 
resented by this publication have for years been con- 
sistent users of advertising space in our columns, 
thus showing their recognition of the important serv- 
ice performed by the retailer and such a trade paper 
as ours. 








HarvLy A DAY passes that doesn’t furnish several 
instances of business men having been victims of the 
aati “bad check” artists. ‘In fact, there are 

Effective few communities where such an_ in- 
Bad-Check stance is not a fairly common thing. 

Law. Sometimes the “artist” gets caught at 
it and sometimes when caught he is convicted, but in 
the large majority of cases he goes free because the 
law requires that in prosecuting the “artist” the chief 
burden put upon the prosecution—the public, as well 
as the victim—is that of proving the “intent to com- 
mit fraud,” and thus it is often a very difficult mat- 
ter to prove to a jury of “twelve good men and true.’ 


Of course, if a man “forges” another person’s 
name, either as drawer or endorser, to a check, this in 
itself is a strong proof of “intent to commit fraud,” 
but if he signs his own name on a check as drawer, he 
stands a pretty good chance to go free even if he has 
no money in the bank on which the check is drawn, 
because the “drawee’’—the victim, in other words— 
is usually unable to prove that the “artist” didn’t know 
that he didn’t have a balance to his credit in the 
bank, or enough to cover the amount of the check. 


In the Wisconsin legislature a bill has been intro- 
duced, known as “Bad Check Law, Number 286 S.” 
By this bill, if it is enacted, the burden of proof will be 
shifted to the “drawer” of the check, and the cus- 
tomary five days notice is provided, wherein he is 
given an opportunity to “make the check good.” 

It would seem that no honest person could have any 
reasonable objection to the passage of this bill which 
—if nothing else was accomplished—would make it 
easier to convict the “bad check artists,” and our rec- 
ommendation is that retail hardware dealers and other 
business men in Wisconsin notify their representatives 
and senators in the State Legislature of their <esire 
that this bill be enacted. 


There is this point, however, to keep in mind, that 
every business man owes it to himself to take reason- 
able care in the cashing of any check presented to him 
in payment for merchandise or for service rerdered 
or simply “as an accommodation.” Cashing checks for 
persons unknown to him is at best a dangerous prac- 
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tice, and the merchant or contractor is in business not 
to act as a banker but as a seller of merchandise or 
service. So far as possible, if he lets the bank do the 
cashing of checks for those who are not known to 
him, he will save himself considerable trouble. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








Any one who belongs to the “Indians,” as the 
hardware traveling salesmen making their headquar- 
ters at the Auditorium Hotel, Chicago, are called, is 
hereby notified to make provisions in his weekly ex- 
pense bill for a pair of blue baby shoes, or a pair of 
silk stockings or several yards of silk ribbon of the 
same hue, to be presented to the first baby born 
within the confines of that famous hostelry, the name 
of the new guest being Joseph Stone, Jr., who arrived 
Tuesday, April third. 

The young gentleman is the son of Mr. and Mrs. 
Joseph Stone and “Joe” says that it is fully decided 
that his heir will some day be President of the United 
States of America. 

J. Harvey Fueller who sells stoves for a living and 
finds pleasure in travel at the same time tells a good 
story on himself: 

It seems that on one of his recent trips he noticed a 
heavily constructed but smartly dressed woman en- 
tering the “Pullman” in which he was riding and 
seating herself a short distance in front of him. He 
also noticed that she carried a neat basket which she 
placed very carefully on the seat beside her. 

Presently she arose and made an attempt to open 
the window, but her strength was evidently not equal 
to the task, and our ever gallant friend came at once 
to her assistance and after considerable effort finally 
managed to open it. The other occupants of the car 
had in the meantime become very much interested in 
the performance and had offered all sorts of sugges- 
tions, so they were all standing nearby when the large 
woman profusely thanked Harvey, saying that “her 
darling little doggie needed some fresh air.” 

1K * 

“Some people have an idea that they know a lot 
about some things,” said Paul E. Heller, who makes 
the well known Heller Brothers files and horse rasps, 
to me the other day, “and they remind me very much 
of a friend of mine who is under the impression that 
he is quite an expert at card playing. 

“The wife of this friend was endeavoring to per- 
suade him to promise not to play for money, and made 
this remark during their conversation, ‘I wish, my 
dear, that you wouldn't play auction bridge for money. 
It's nothing but a game of chance.’ 

“To which the husband replied, ‘Nonsense! Auction 
bridge is a game of infinite skill.’ 

“Swiftly the answer came from Mrs. Goodwife, 


hd 99 


‘Not as you play it, my love. 


% K 


Dennis Merriman, of the American Steel and Wire 
Company, as his name would naturally cause you to 
believe, has considerable of the quality of wit that gets 
its name from the Emerald Isle. 
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One day he remarked about a certain bore that it 
would be an easy matter to pull his collar off without 
unbottoning it. The person referred to naturally re- 
sented the uncomplimentary insinuation and demanded 
an apology from Dennis. 

Like the courteous gentleman our friend is, he at 
once yielded this gracious answer, “Yes, that was a 
thoughtless thing to say,” upon which the offended 
party was ready to call everything square, when Den- 


nis added, “I forgot the size of your ears.” 
* * x 


Charles W. Asbury, of the Enterprise Manufactur- 
ing Company of Pennsylvania, has a friend who be- 
sides his regular work indulges in “gentleman farm- 
ing.” 

One day this friend of Charlie’s was approached by 
a man who wanted to sell a cow and the following 
conversation took place: 

“You say this is a perfectly good cow?” 

"ee 

“You guarantee that she will give the amount of 
milk you say?” 

“re” 

“And that she is kind and gentle?” 

“Yep.” 

“Does she break down fences?” 

“Nope.” 

“Run away?” 

“Nope.” 

“And that she is sound in every way?” 

“Yep.” 

“Then why do you want to sell her so cheap?” 

“Well, I'll tell you. That cow has a voice that 
sounds exactly like a dinner horn and every time she 
moos the hands want to quit work and go to the house 


for vittles.” 
k ok * 


One of the finest patriotic statements that I have 
ever read, and one which contains a message to all 
native Americans as well as those of foreign birth, is 
the following which formed a part of an address 
recently delivered by Frank Baackes, Vice-president 
of the American Steel ‘and Wire Company, at Salem, 
Ohio, where 32 years ago he organized the Salem 
Wire Nail Company, which is’ now one of the con- 
stituent companies of the “American”: 


Hyphenated Americans? There are none. 

The English live in England, the Germans in Germany, 
the Russians in Russia, the Italians in Italy, but when one of 
these men comes to America and takes the oath to protect 
and revere the flag he is a full-fledged American. 

The adopted son of this nation is just as good an Amer- 
ican as a native son by chance. It hurts me to hear so much 
the query: “Where are the German-Americans?” Where 
should they stand but where I stand since I took the oath to 
that flag? 

Every foreign American has a warm spot in his heart 
for his native place; he would not be a worthy American tf 
he did not. God pity the man or woman who forgets the 
place where they were born, no matter how lowly, how hum- 
ble. But when it comes to what to do when the dignity and 
honor of the flag is outraged and it must be defended, [| 
know that every man of foreign birth who took the oath of 
allegiance will defend it with the last drop of his blood, even 
if it be at the point of the bayonet and the sword and gun 
in the hands of the father and mother he left behind! 

For two years and a half the war has gone on, and fate 
has flirted with us, and still we have done nothing. I hope 
we shall never get into this war unprepared. I cannot share 
the opinion that even if we do it will be but a “paper war.” 
There is an old saying that “you may be a little bit sick or a 
little bit loved, but you'll never be a little bit married or a 
little bit dead,” and we will never be a little bit in this war. 
I hope we are spared, but if not we will do our duty. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Spokane Stove and Furnace Repair Works, 
Spokane, Washington, has been incorporated for $10,- 
000 by Max and Libby Rubens. 





PENNSYLVANIA STOVE SALESMEN HOLD 
INTERESTING MEETING. 


The Stove Salesmen’s Association of Pennsylvania 
had their monthly meeting on Friday evening, March 
30th, in Parlor D of the Hotel Walton, Philadelphia. 
The regular meeting was preceded by a special meet- 
ing at which some changes were made in the By-laws 
affecting the Mortuary Reserve Fund. 

This was one of the best attended meetings the As- 
sociation has had in many months. It was presided 
over by the President, Mr. George H. Rotz, and there 
was a general discussion relative to the merits of 
warm air heating which was participated in by almost 
everyone present. Afterwards, there was an interest- 
ing discussion on the psychology of salesmanship. 
Mr. Daniel Stern, of AMERICAN ARTISAN, Chicago, 
was present and addressed the meeting. After a re- 
port by the Ways and Means Committee as to the 
progress being made. in the arrangements for the 
Smoker which will take place on Friday, April 27th, 
the meeting adjourned. 





WRITE FOR THIS NEW FOLDER OF 
FIREPLACE FIXTURES. 





To retail hardware dealers who are, or should be 
interested in fireplace fixtures, a new folder is being 
distributed featuring the Stover line. The foreword 
dwells on the fact that the open fireplace is now in 
vogue throughout United States and Canada, and its 
advantages are so manifest that few homes are being 
built without at least one fireplace. A few general 
rules for the installation of fireplace fixtures are then 
cited, following which various items of the Stover line 
are attractively illustrated and described, including the 
combination dome damper, the adjustable dome 
damper, the improved dome damper and throat, the 
fat and dome ratchet dampers, ash trap doors, 90 
degree angle steels, plain and ornamental fire baskets, 
fire sets, andirons, etc. The manufacturers point out 
that dealers who are handling these items find them 
very profitable, especially at this time of the year. 
Copies of the folder and further particulars will be 
sent upon request, by the Stover Manufacturing and 
Engine Company, 719 East Street, Freeport, Illinois. 





26> 
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NEW RANGE OF HANDSOME APPEARANCE 
AND MODERN CONSTRUCTION. 





The Globe Stove and Range Company have just 
put a new range on the market. It is the Superb 
Globe, shown herewith, claimed to be one of the most 


beautiful ranges in the country. Whatever science 
and research have revealed in the way of tangible im- 
provements in cooking, baking and fuel economy, the 
manufacturers state, has been embodied in this model. 
The Superb Globe is finished in full silver nickel with 
snow white porcelain panels. All castings that are 








The Superb Globe Range. 


not nickeled or polished are coated with an egg-shell 
satin enamel—in other words, the finish is complete, 
there being not a part that requires stove polish. 
lurther specifications are the three section hot-blast 
back lining, with sections alike and interchangeable : 
fire box end linings alike and interchangeable ; 
specially constructed oven, finished with aluminum 
enamel ; high closet, new in design, practical and sani- 
tary; and highly polished mirror top. The excellence 
in construction is said to equal the excellence in ap- 
pearance. Illustrated book describing the range in 
detail can be secured by addressing the Globe Stove 
and Range Company, Kokomo, Indiana. 





GAS RANGE WITH DISTINCTIVE TWO- 
TEMPERATURE OVEN 
CONSTRUCTION. 





A construction entirely different from that of any 
other so-called two-temperature oven is said to be em- 
bodied in the Bakmor Gas Range, manufactured by 
the A. T. Nye & Son Company, Marietta, Ohio. In 
this range, a patented system of circulation permits the 
housewife to maintain two different temperatures 10 
the oven with the use of one burner, thus allowing her 
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to cook bread or pastries in the upper or slower oven, 
while at the same time the lower section may be util- 
ized for quick baking foods. The illustration here- 
with shows the division plate in place which makes 
this convenience possible, although if desired, the plate 
can be removed, giving a single large oven. Two 


| ES | | I | EES. OE CREE 
—— 





Oven of Bakmor Gas Range With Division Plate in Place. 


styles of the Bakmor Gas Range are furnished, the 
344 Series being equipped with a broiling oven that 
is instantly convertible into a baking oven, thus, it is 
said, permitting the use of three different ovens at 
the same time, while the 251 Series is equipped with 
the Bakmor baking oven and the regular broiling oven. 
30th have independent oven doors in the lower part 
of the large oven door to allow the housewife to re- 
move foods from the quick oven without disturbing 
the temperature of the bread oven. Full particulars 
are given in the catalog of gas ranges and heaters 
which will be gladly sent upon request, by the A. T. 
Nye & Son Company, Marietta, Ohio. 





GAS RANGE THAT WILL INTEREST THE 
PUBLIC. 





The Champion Stove Company are featuring an all 
gas range, shown in the accompanying illustration, 
which they be- 
lieve will great- 
ly interest the 
public because 
of its economy 
and labor sav- 
ing features. As 
can be seen, the 
range has two 
cooking ovens, 
built practically 
on the cooking 
level. These 
are 18 by 18 
inches and 14 
inches high, and enable the housewife to bake in the 
upper oven and roast in the lower oven at the same 
time, thus fully utilizing the heat units in the gas. 
Aside from this convenience, the bottom of the upper 
oven is of cast iron and has a cooking lid, sc that 
boiled dinners may be cooked here and the unpleasant 
odors passed up the flue. The range is further de- 
scribed as being substantially built and modern in 
every phase of construction. Full particulars are 





Champion Number 60 Gas Range. 
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given in the catalog, which together with price list, 
will be sent upon request, by the Champion Stove 
Company, Cleveland, Ohio. 


MODERN GAS HEATERS HIGH IN 
EFFICIENCY. 


In the early days of natural gas heating, all sorts 
of makeshifts were placed on the market and recom- 
mended to gas con- 
sumers, and as a 
consequence _ their 
bills were very 
high while the re- 
sults were unsatis- 
factory. But im- 
provements gradu- 
ally came until to- 
day the high ef- 
ficiency of gas 
heaters, as typified 
by the Ironton 
Bunsen Gas Heat- 
er, is unquestioned. 





Fireplace Style, Flaring Type 
Ironton Bunsen Gas Heater. 


This appliance, one type of which is pictured here- 
with, is constructed on the principle of the well- 
known Bunsen Burner, and its method of heating is 
the direct application of the heat rays to the room by 
reflection and the circulation of cold air from the 
floor, thus giving quick, economical results. Sizes and 
styles are made suitable for all sorts of rooms, and 
at prices to suit the demand of all classes of gas con- 
sumers. The heaters work equally well on natural or 
artificial gas, it is stated, burning the fuel chemically 
clean without any smoke or odor. Catalog describing 
them in detail can be obtained by addressing the Iron- 
ton. Incandescent Light and Supply Company, Iron- 


ton, Ohio. 


o-oo ___—_——_— 


“AND THY .CUSTOMERS.”’ 


If a wise man’s motto was “Know thyself,” then 
the wise merchant’s motto has the addition “and thy 
customers.” In order to get their point of view, to 
understand their likes and dislikes and to serve them 
in the right way, it is necessary to have more than an 
over-the-counter acquaintance with them. 

Study their customs and habits, know something 
about their lives, learn their reasons for preferring 
certain things and rejecting others. It will give you 
some clues that may be of value to your business. 
How many times has a merchant by knowing a cer- 
tain customer and her particular tastes been able to 
serve her in numerous ways, thus not only keeping her 
a steady customer, but through her, winning others. 

saiinsionencsnlil —_— 

The time has long passed wien a merchant can 
hope for success and still cling to the old way of con- 
ducting a store. The trade demands certain things 
and if a merchant is not in a position to deliver what 
is wanted, then he may as well make room for those 
who will. Too much stress cannot be brought to bear 
on this. We have only to observe the present day 


conditions to be convinced of that fact. 
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THE WEEK’S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Peck & Peck Hardware Company, Coshocton, 
New York, has been organized with $30,000 capital 
by F. G., G. W. and G. G. Peck, to manufacture farm- 
ing tools. 

The Newark Cutlery Company, Newark, New Jer- 
sey, has been incorporated with $25,000 capital to 
manufacture cutlery, etc., by I. H. Colton, G. A. Sav- 
age, and others. 

The Eagle Lock Company, Terryville, Connecticut, 
has been authorized by the state legislature to increase 
its capital stock, from time to time, to an amount not 
exceeding $5,000,000. 


A four-story addition, 168 by 413 feet, and a three- 


story addition, 44 by 280 feet, will be built by the- 


Horton Manufacturing Company, Fort Wayne, In- 
diana, manufacturers of washing machines. 

The plant of the Stilson Specialty Manufacturing 
Company, Dubuque, Iowa, was damaged recently by 
fire with a loss of $40,000. The business is now 
owned by the Dubuque Manufacturing Company, 
makers of hardware and woodenware specialties. 

Miles & Ulmer, the oldest hardware merchants in 
Miles City, Montana, have increased their capital 
stock from $30,000 to $150,000. This new capitaliza- 
tion is for the purpose of doing a more general job- 
bing business and to establish a better credit with east- 
ern business houses. The firm has been in business 
in Miles City since 1880. 

Albert J. Pfeiffer, 824 Kinnaird Avenue, Fort 
Wayne, Indiana, has been promoted to the position of 
Salesmanager for Indianapolis and surrounding terri- 
tory for the Van Camp Hardware and Iron Com- 
pany, Indianapolis. Mr. Pfeiffer has had fourteen 
years’ experience selling hardware to the retail trade, 
and for the past two years and a half has represented 
the Van Camp Hardware and Iron Company in the 
territory contiguous to Fort Wayne. The promotion 
means an advance in both rank and salary, and is a 
ceserved tribute to Mr. Pfeiffer’s ability and person- 
ality. 





WALLACE D. SIMMONS ON COMMITTEE TO 
MOBILIZE COMMERCIAL INTERESTS 
FOR WAR. 





Wallace D. Simmons, President of Simmons Hard- 
ware Company, St. Louis, Missouri, has been chosen 
a member of the newly created commission to mo- 
bilize our commercial interests for effective and eco- 
nomical war distribution of commodities. Other 
members are A. W. Shaw, Chicago, Publisher of 





System, Edwin F. Gay, Professor of Economics, Har- 
vard University, and Dr. Hollis Godfrey, President 
of Drexel Institute. Two more members are to be 
appointed in a short time. 


CHARLES S. WILLIAMS, UNITED STATES 
COMMISSIONER OF HARDWARE TO 
AFRICA, WILL SPEAK AT 
HARDWARE CLUB OF 
CHICAGO, APRIL 12. 








Charles S. Williams, who in a few weeks will go 
to Africa and Asia as United States Commissioner of 
Hardware, will be in Chicago April 12 and 13 and a 
special noon meeting will be held Thursday, April 
12th, at the Hardware Club of Chicago at which Mr. 
Williams will address the members and their guests. 

Mr. Williams has also kindly consented to speak at 
the meeting of the Foreign Trade Study Group of Chi- 
cago Businessmen, Thursday evening at 7 o'clock, in 
the Northwestern University Building, southeast cor- 


ner of Dearborn and Lake Streets. 
a a 


FINE ENTERTAINMENT PROGRAM 
ARRANGED FOR BIG HARDWARE 
CONVENTIONS AT HOUSTON, TEXAS. 








From the following list of “Features,” it will be 


seen that the Entertainment Committee for the Con- 
ventions of the Southern Hardware Jobbers’ and the 
American Hardware Manufacturers’ Association has 
provided plenty of oppurtunity for having a good time 
between the business sessicns: 

Tuesday, April 17. 

Afternoon:—Automobile ride for ladies, leaving Rice 
Hotel at 4:00 P. M. 

Golf Tournament for delegates at Houston Country Club. 

Evening :—Reception and Dance. Rice Hotel 8:30 P. M. 
Music and Refreshments. 

Wednesday, April 18. 

Afternoon:—‘Texas Round Up,” unique entertainment. 
Dinner 1:00 P. M. at Eden Park. 

Evening :—“Round Up” Ball, City Auditorium, 8:30 
P.M. This day’s entertainment is given by the Texas Hard- 
ware Jobbers and Texas Manufacturers. 

Thursday, April 19. 

Afternoon :-—Boat trip to San Jacinto Battlefield. Leave 
Houston at 1:00 P. M. foot of Main Street on special train 
to Turning Basin, thence by boat to San Jacinto Battlefield 
on the Houston Ship Channel. : 

Address by Judge N. G. Kittrell. 

Evening :—-Ball at Rice Hotel. 

Friday, April 20. 

Noon:—Luncheon for ladies at the Houston Country 
Club, leaving Rice Hotel in Automobile at 12:00 noon. Music. 

Afternoon :—Golf Tournament for delegates at Houston 
Country Club. 

Evening :—Dancing for all at Rice Hotel. ; 

Fred M. Huggins, Secretary of the Committec, 
says that for the “Round Up” they will have talent 
from as far off as Alberta, Canada. 

While all signs point to a huge gathering of the big 
men in Hardwaredom, the varicus Committees 10 


charge have made provisions to take the best care 0! 
everybody. 
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HELLER BROTHERS COMPANY TO BUILD 
ADDITION TO PLANT. 





Heller Brothers Company, manufacturers of the 
Celebrated American Files and Horse Rasps, are plan- 
ning to build a two-story brick addition to their plant 
at Mount Prospect and Verona Avenues, Newark, 
New Jersey. 





DAVID B. GANN VOICES LOYALTY OF 
HARDWARE MANUFACTURERS AT 
HARDWARE CLUB OF 
CHICAGO. 





David B. Gann, Vice-president of Barrows Lock 
Company, Lockport, Illinois, and of the Sager Lock 
Company, North Chicago, Illinois, was a visitor at the 
Hardware Club of Chicago Tuesday, April third and 
was called upon by President Martin during the noon 
Luncheon for remarks, responding with a fervent 
appeal to the hardware men for the highest possible 
exemplification of loyalty to our Government in this 
very serious situation which now confronts the 
Nation. 

Mr. Gann gave voice to the sentiment that in this 
present crisis of our history every man and woman— 
native or foreign born citizen—was in honor bound to 
yield the fullest allegiance and obedience to those who 
are serving us at Washington and upon whose 
shoulders rests such a heavy responsibility. 

The speaker cited several instances of how the 
American manufacturers of hardware and other lines 
are already rendering efficient service to the Nation by 
cooperating with the Government in the matter of 
mobilizing the country’s resources. 


oo 
o> 


H. B. LYFORD HEADS CHICAGO COMMITTEE 
ON PURCHASE OF WAR SUPPLIES. 








In each of the seven large purchasing centers of 
the United States a committee has been appointed by 
Secretary of War Baker to pass on bids and specifica- 
tions for army and navy supplies of clothing, food and 
other equipment. ; 

The Chicago Committee, which is headed by H. B. 
Lyford, Vice-president of Hibbard, Spencer, Bartlett 
& Company, has as members Milton J. Florsheim, 
shoes; W. J. McMahon, groceries; Alfred Decker, 
clothing; W. F. Hypes, dry goods. 





TRADEMARK ON CUTLERY, MACHINERY 
AND TOOLS. 











Under Serial Number 101,447, copyright has been 
Tey in the accompanying illustration, 
[AQEADIERWARE 
on particular description of goods be- 
nut cutters, sandwich-cutters and cake-cutters. The 


granted A. Kreamer, Incorporated, Brooklyn, New 
York, under ten-year proviso, on the trademark shown 

for Cutlery, Machinery and 

Tools, and Parts Thereof, the 
ing; Egg-slicers, cutlet-cutters, purée sieves, flour 
sieves, roll cutters, fish turners, apple-corers, dough- 
Company claims use since January 1, 1886, and the 
claim was filed February 17, 1917. 
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WASHINGTON CUTLERY COMPANY TO BUILD 
LARGE ADDITION TO PLANT. 





The Washington Cutlery Company, Watertown, 
Wisconsin, manufacturers of “Village Blacksmith” 
brand of knives and mechanic’s tools, will build a two- 
story brick addition to their plant, to provide room for 
warehouse and offices, the present building to be re- 
modeled and equipped with modern machinery needed 
to care for the increased demand for their lines. 

The Company has a capital of $75,000 and its of- 
ficers are as follows: President, G. H. Lehrkind; 
Vice-president, Charles Reichenbaum; Secretary- 
Treasurer, H. Volkmann. 








SECURES PATENTS FOR SCALES. 


Ralph F. Chatillon, Greenburg, New York, assignor 
to John Chatillon and Sons, New York City, has ob- 
tained United States patent rights under Numbers 
1,220,191 and 1,220,192 respectively, on Scales de- 
scribed in the following: 

Number 1,220,191: 

A scale comprising a coil spring, a beam attached to said 
coil spring, an indicator actuated by said beam, a flat spring 
supporting at a free end said coil spring, and temperature 


controlled means for automatically moving the fulcrum of 
said flat spring in accordance with temperature variations. 


































































1,220,191 

















Number 
In a scale, measuring means comprising a deflectibie 
spring, a movable fulcrum for said spring, an independent 
support for said fulcrum, a thermostat for moving said ful- 
crum, and multiplying connections between said thermostat 
and said independently supported fulcrum. 
—__~»@-e — 


NEW OFFICERS OF CINCINNATI HARDWARE 
GUILD. 


,220,192: 





The Cincinnati Hardware Guild, Cincinnati, Ohio, 
recently held its annual meeting at the Business Men's 
Club and the following were chosen to serve during 
the ensuing year: 

President, Charles Kobmann. 

Vice-president, Ferdinand Doepke. 

Secretary, Carl, Schott. 

Treasurer, Charles Zimmer. 

The new board of directors is composed of John J. 
Fischer, Charles Blum and George Gwaltney. 





> 


It is a fact well understood among business men, 
that the general demoralization, in a large number of 
industries, has been caused by those who cut prices, 
not knowing what their goods actually cost them. 
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Illinois Retail Hardware Dealers Should Help 
Having Anti-Trading Stamp Bill Passed 


By Wiiui1amM T. GorMLEy, Chicago 





A public hearing was held in Chicago a few days 
ago by a committee from the Illinois State Legislature 
oi. the bill which has been 
introduced providinx for 
the prohibition of the use 
ot trading stamps and sim- 
ilar so-called “profit-shar- 
ing” tokens in Illinois, and 
one of the significant fea- 
tures of that hearing was 
that the principal advocate 
of the “benefits” of these 
tokens was the owner of 
a large department store. 

It is also significant that the advocates of the pro- 
posed bill were representatives of the specialty stores 
—hardware dealers, grocers, clothiers, drygoodsmen, 





William T. Gormiey. 


etc. 

Now, the fact that a department store owner favors 
a certain means of trade promotion while the owners 
of specialty stores oppose it, does not necessarily 
mean that the proposition is a bad one, but in this 
case I believe that the use of trading stamps and 
similar schemes is not of any advantage to the spec- 
ialty store owner, nor—and this is far more impor- 
tant—to the advantage of the consumer. 

In making this statement, it is with full knowledge 
of the fact that everyone of the large department 
stores that “give” trading stamps claims that it results 
in increased business and better profits without de- 
tracting from the value delivered to the customer. 

But as a matter of fact, it might be argued with 
just as much reason that the exaggerated “bargain” 
offers of these same stores results in great value giv- 
ing and better service to the consumer, when it is 
admitted by every honest advertising man that the 
“comparative value” quotations in their advertise- 
ments are not based upon the real values but on the 
buyers’ or department managers’ very highly devel- 
oped imaginative powers, and that the consumer who 
is not posted always gets the worst of it if he buys 
these so-called “bargains.” 

As a general proposition, my reasons for opposing 
the use of trading stamps or any other so-called 
“profit-sharing” scheme of kindred character may be 
briefly stated in this form: 

1.—Trading Stamps must be advertised in order to 
become a trade inducement. So they cannot by any 
stretch of imagination be classed as a form of adver- 
tising. 

2.—The cost of Trading Stamps to the average 
retail hardware is not less than three percent of his 
entire cash business, provided the stamps are pre- 
sented to the customer only with cash purchases, and 
there are other means, less costly and more efficient, 
of inducing cash trade. 





3.—In the average store and with the average clas: 
of consumers there is always considerable dissatis 
faction caused if the reliable credit customer is 
treated differently from the cash customer, so the 
Trading Stamp becomes a source of trouble instead 
of a source of added business and profit. 

4.—By the giving and redemption in merchandise 
of Trading Stamps, the hardware dealer interferes 
with the business of his fellow retailers in other lines 
and thus causes discord where there ought to be sym- 
pathy and cooperation. 

5.—If the retail hardware dealer is willing to 
spend three percent of his sales, as he must do if he 
gives Trading Stamps, he is willing to spend twice the 
amount needed to increase his business in the same 
proportion if he uses the smaller sum for regular 
advertising in newspapers, circulars, etc., for it is a 
thoroughly well established fact that the expenditure 
of between one and two pcrcent for real merchandis- 
ing advertising will produce a steady and profitable 
increase in sales—larger than any other form of ad- 
vertising or any sort of premium scheme has ever 
produced. 

Every retail hardware dealer in Illinois owes it to 
himself as well as to those whom he serves to do his 
very best to have the Anti-Premium Stamp Bill en- 
acted into law by the legislature at this session, and 
my advice is that in every community the business 
men impress upon their representatives and senators 
in the Illinois legislature the fact that they want this 
bill passed without undue delay. 


Wrs4 


Chicago, April 2, 1917. 


GOLF TOURNAMENT FOR HARDWAREMEN 
AT HOUSTON CONVENTIONS. 





As usual, there will be a golf tournament for the 
devotés of this excellent sport during the Hardware 
Conventions at Houston, Texas, April 17 to 20, the 
event taking place Friday, April 20th. 

F. D. Mitchell, Secretary of the American Hard- 
ware Manufacturers’ Association, has sent out the 
following announcement in this connection: 

“There will be a Hardwaremen’s Golf Tournament 
at Houston, Texas, Friday, April 2oth, in connection 
with the Joint Conventions of the Southern | iard- 
ware Jobbers’ Association and the American Hard- 
ware Manufacturers’ Association, April 17, 18, 19, 29. 

“All players who expect to enter the tournament 
must play over the course, any day before }riday, 
and turn in their cards to the Handicap Commitice. 

“The match will include three flights—two prizes 
for each flight.” 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY OF PAINTS AND BRUSHES 
IS ESPECIALLY TIMELY FOR SPRING. 


The numerous clean-up campaigns and crusades 
instituted in the spring offer the live retail hardware 
dealer a good opportunity to stimulate business by 
lining up with these movements and featuring appro- 


played, together with sponges, chamois skins, wire 
brushes and whisk brooms. Advertising cards fur- 
nished by the manufacturers were liberaily used on 
both the background and side wall, the latter ex- 
hibiting different kinds of paint and varnish brushes. 

On the floor of the window, next to the glass, small 
pans filled with different colors of calcimine were ar- 








HARDWARE. 


PAINTS ® KITCHEN OUTFITTERS = GLas< 


| 














Window Display of Paints and Brushes Awarded Honorable M2ntion in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. 


priate items in his window displays and newspaper 
advertisements. When the springtime arrives, Nature 
commences to array herself in choicest, new garments, 
and this tendency is reflected in man’s inborn desire 
to paint up and clean up as soon as the cold winter is 
succeeded by mild weather. Hence at this time of the 
year, the sale of paints, brushes, etc., can be mate- 
rially increased by such attractive window displays as 
that shown in the accompanying illustration. This 
Was arranged by A. Ruhling for the Birchwood Hard- 
ware Company, 1543 Jarvis Avenue, Chicago, and re- 
ceived Honorable Mention in AMERICAN ARTISAN 
AND HARDWARE Record Window Display Competition. 

The background, side wall and the post at the left 
were all trimmed with red crepe paper. On the back- 


ground, small cans of paint and color cards were dis- 


Arranged by A. Ruhling for the Birchwood Hardware Company, Chicago. 


ranged, and the remainder of the floor wag trimmed 
with putty, paper hangers’ knives, and cans of paints, 
varnishes, etc. A replica of a house in the center of 
the floor, to the right, and several handsome cut outs 
and advertising cards lent further interest to the ar- 
rangement, and according to the Company, the window 
display was instrumental in attracting many people 
who bought these items, boosting the sales of the 
paint department over 50 percent. 

“If every 
“would display his paints and brushes in the window, 
| think there is 


hardware dealer,” Mr. Ruhling § says, 
he could easily sell more of them. 
nothing better for increasing sales than a good window 
trim and advertising in the right way. 

a 


Things come that man’s way who goes after them. 








AMERICAN ARTISAN AND HARDWARE RECORD 





April 7, 1917. 





Important Features of 





By Tueo. R. AVELER* 


Modern Merchandising 








THE TRAVELING SALESMAN. 


It was the latter part of March, when there were 
only two babies at home, that I drove into a town, of 
some 3,000 people, about seven o'clock in the evening. 

Many yards had been raked and the air was full 
of that odor which told of the exit of Jack Frost, and 
the advent of Spring. Kerosene lamps burned brightly 
in many windows as the families ate their suppers. 

Occasionally I would get a whiff of fried ham. 
Peace and happiness seemed to pervade all nature. 

A man would have to have a heait more iron than 
the one which the Wizard of Oz gave to the tin wood- 
man not to have the feeling of homesickness which f 
had. I always was a little soft hearted. 

No salesman can be a success unless he has some 
sentiment about him although he may be only an order 
taker. 

The more human a man is the better salesman he 
can be. 


It is only human to reach out a hand to prevent a 


I have seen so many bubbles of business burst be- 
cause they were filled with too much poison gas. 


The traveler who doesn’t command the respect of 
the trade is in a losing game. 


Being Merely a Good Fellow Will Neither Buy Butter Nor 
Bread. 


Many a likely chap has killed himself by talking too 
much about the other trade. Even the dealer who 
seemed entertained knew that the sharp tongue of the 
salesman would most likely dissect him to his next 
customer for the “dog that fetches will carry.” 

While a listener might not know that a man speaks 
out of the abundance of his heart, yet he is suspicious 
of the man who tells him of the cute and sharp tricks 
he has played on others. 

For no one is it any better than for the salesman 
to think Right and to think Success. 


The Salesman Who Thinks Failure Wiil Look Failure and Be 
a Failure. 


To get another view point of this subject, I inter- 
viewed a very successful sales manager. 


He gives it as his idea that more hurt is done the 





man from falling on the icy 


walk—to keep him from 
drowning, to help him over 
a bump. Selfishness isn’t 


TION 
CONFIDENCE. 


human, it is hoggish. 
The nostrils inform you 





MY ADVICE TO ANY SALESMAN 
IS TO DIG IN THE STREET RATHER 
THAN PROMOTE ANY PROPOSI- 
IN WHICH HE CAN’T HAVE 


employer, and muck hurt 
the customer, because so 
many salesmen finish their 
work without completing it. 

Whether from inattention, 
lack of understanding or 





of the presence of a four 
footed hog, and there is that something which warns a 
buyer when the salesman who would serve self alone 
comes in, 
Salesman Must Have the Enthusiasm of Truth. 

A vivid imagination, a quick mind, voluminous vo- 
cabulary and smooth tongue, have been the pitfalls of 
many travelers. 


In my early days I was selling a line that had de- 
teriorated woefully in quality. I tried to make up by 
lying for lack of merit in my goods. I succeeded in 
making large sales but at the sacrifice of my moral 
fibre. I paid an awful price for success. I sold my- 
self cheap. 

My advice to any salesman is to dig in the street 
rather than promote any proposition in which he 
can't have confidence. Given the right man with a 
strong proposition, he can easily set the fire of en- 
thusiasm burning in the most conservative dis- 
tributor. 





*In modern merchandising there are three important 
factors—the dealer, urban and rural; the retail salesman 
and the traveling salesman. 

We have secured the services of an observing man of 
broad and varied experience to give our readers the benefit of 
his observations and deductions. 


Because of his aversion to publicity he signs himself 
Theo. R. Aveler, which indicates that he has been up and down 
the country. His series of articles can be followed with 
profit—Enrror. 





concentration, or possibly 
because of rotten negligence or lack of system, the 
salesman that does not give headquarters full, complete 
and explicit directions, is not a success. With some 
concerns the quota is maximum sales, others maximum 
profits, others maximum publicity, etc. 


Regardlees of the End to Be Attained, It Is the ‘“Do’’ 
Counts. 


This salesmanager says that “to his sorrow he has 
found that many salesmen are like lunch-counter pies, 
all on the outside.” 


That 


“It is not every man that can make good in my line, 
no more than is all pastry sweetened to suit my taste; 
but what I do want in a pie is filling, and in a man, 
ambition to go ahead. I want effort regardless of 
results. I don’t want a dawdler even if he is making 
good today because I know he will fall down to- 


morrow.” 

In central Illinois there is a tile concern that has 
had a healthy growth from a very small beginning 
until it is now an institution of considerable magni- 
tude. The founder of the business was an energetic 
fellow who always wore a woolen shirt, was never 
guilty of having his shoes shined, and would have con- 
sidered having his molars drawn as soon as having his 
nails manicured. 

At first he sold his product himself. The men who 
represented him later were of the same type. 
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When the business had grown beyond the local stage 
these men were not very successful, and he employed 
a man of good address who was also a good dresser. 

In relating his experiences on his first visit to trade 
that had been seen by former representatives, he 
stated that it was really comical to note the surprise 
of the buyers and the manner in which they took in- 
ventory of his clothes and manicured finger nails. 

He made many sales because of the favorable im- 


pression his appearance made. 
t A Salesman Must Be a Looking Success. 


Some salesmen by their appearance, their tall, their 
character, misrepresent the house. Nor are buyers to 
be blamed for misjudging, for that is the only means 





0 outside of ink and paper of knowing the house, and 
y ink and paper are rather lifeless as impression makers. 
. It is said that after many years of married life, the 
t wife and husband grow to look alike. 

| have noted that the salesman who has been with 
; one concern for a long period, reflects the house with 
. considerable accuracy. 
s 


If the house is tricky and the salesman straight, 
the salesman either becomes shady in his methods or 
a quits. 

If the house is clean, and the salesman shady, he is 
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local information to be had from the San Francisco 
publication. 

If it could be arranged that AMERICAN ARTISAN 
AND HARDWARE REcORD would reach my home Satur- 
days in place of Monday A. M., I would be fixed. 
Sometimes I have to leave without it. I feel lost, 
when | do not have its up-to-the-minute information 
on ‘Hardwaredom” in the section where I am inter- 
ested, its philosophy and wit, also ideas on merchan- 
dising, which I pass out for the benefit of my cus- 
tomers. Nor do I give information as to my source of 


supply and thereby secure a reputation for wisdom. 
The Paramount Requisite of the Traveling Salesman Is 
Adaptability. 


An order taker traveling in a small sphere, with his 
work all mapped out, may be merely an automaton 
into which you can drop an expense check and have 
orders written up. 

But the man who does not have an instinct on cred- 
its, initiative for laying routes, an appetite to eat 
what he finds and a stomach to digest it, has no busi- 
ness on the road as a specialty man. 

I remember being sent on a specialty trip into north- 
ern Arkansas. I was driving out of Donovan, Mis- 
souri, having to put up at a log cabin where they “kept 
strangers.” Qn the first floor was the kitchen, dining 
room and bedroom of the old folks, and the girls. 
Upstairs they stored their “truck” and slept the boys, 
hired man, dogs and us strangers. 
ing and breakfast for my team, driver and self was 


The supper, lodg- 


I slept better than I did several months later 
when | had a sample room 





THE FUTURE OF THE TRAVELING | 


| at the Palmer House, Chi- 
cago, which cost $4.00 for 
And with it 
all the traveler must have a 
If he takes 
| all situations too seriously, 


the room only. 


sense of humor: 





quickly fired. 
" The birds of a feather proposition applies in an 
especially apt way to business. 
, Next to narcotics and the billiard room, the thing 
t that is most responsible for meager results of some $1.00. 
‘ men is the weekly (some 
: should be spelled weakly) 
fiction papers, especially 
i those which run continued SALESMAN WILL BE CONSIDERED 
‘ stories of the thrilling sort. BY THEO. R. AVELER, IN AN EARLY 
* | have seen fellows anx- 
iously inquire for “This ISSUE. 
a week’s copy of ——” with i om. 
the same eagerness than an old toper calls for his 
: drink, and sit down to read the last installment of the 
thriller during the best hour of the day. Some per- 
mit themselves to get in the clutch to such an extent 
that they can’t get their. minds on their work until 
$ they have read their paper, and then for an hour they 
, can't throw off the influence. 
But a man must read and get new ideas in his brain 
», cells, the same as he must have fresh oxygen in his 
: lungs. 
1, A little training enables a man to quickly get the 
f important current events of the day out of the morn- 
g ing paper which should always be the paper of the 
" town or district where he is working. 
It maybe that the man from the Cincinnati district 
s is lonesome without its newspaper of startling head- 
lines, but it is good business to read a Detroit paper 
y if he is in that vicinity. 
c No traveler that wants to fully serve his employer 
° and be of value to his customers, can afford to neglect 
: the trade journal of the district in which he 
. travels, 
One year I spent a considerable portion of my time 
. in New England. I found it of value to read carefully 





the hardware trade journal of that section. The man 
who travels the Pacific coast exclusively needs the 






he soon loses that snap and 
energy without which he becomes flat and stale. 

While it is 
a good asset if not abused, it hurts if the owner ex- 


All of us admire men of fine physique. 


pects it tocarry him through. _ 

Efficiency measures from the ear up and not down. 

Nature has in some instances been able to develop 
both above and below the ear line. Many times she 
seems to have forgotten the upper story in develop- 
ing the other section. The greatest evidence of no 
one-at-home is when the Apollo wants to flirt with 
every skirt in sight. 

We are debtor to new laws for squelching this type. 
We still admire a peach whether in petticoats or on the 
platter, but we let the former severely alone. 

Irom my observation it is as objectionable to be a 
Beau Brummel in dress, as a slouch. 

Except under very rare circumstances, the salesman 
should have no garment habit, or oddity that would 
attract especial attention, so as to detract from the 
goods he is selling. If he must do the peacock strut, 
let him separate it from his business. 

The greatest capability of some travelers is the abil- 
They are very much like 


ity to talk and swagger. 
Artemus Ward’s steamboat that stopped when its 
It had such a large whistle. 


whistle blew. The brag- 
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gadocio salesman is generally short in sales, or at least 
net results. 

Contrarywise the man who puts his energy and 
brains into his work has something solid to show for 
it when he reaches the bald-headed period. 

Booze Versus Boosting. 

It is very generally admitted that the booze habit 
more than any other one habit eats up a traveler's in- 
come and vitality. 

The salesman who tipples is on treacherous ground. 
No, there is no fear that he will do any of those hor- 
rible things which are stock stories of the “drys.” 
He will not commit crimes or desert his wife. 

It isn’t what booze makes one do, but what it keeps 
a man from doing. Booze don’t throw every drinker’s 
body into the gutter, but it does throw his mind into 
the scrap heap. 

Booze don’t blind the eye but it distorts the vision 
and makes the victim see many things that don’t exist. 

300ze don’t always make men do dangerous things, 
but it does prevent their doing useful things. Booze 
may not cause the drinker to kill any one but it does 
make him kill time. 

The salesman who monkeys with booze should 
count not only the days he has lost, but the hours and 
minutes he has given to trifles when he could have 
cashed in on big things. 

300ze don't introduce a man to the doers in finance 
or production. It does bring him in touch with has- 
beens, and drifters. 

The booze motto is not, 
tinate when you can.” 

The traveling salesman who trifles with booze, don’t 
always know what is the reason, but he soon finds 
himself on the skids. 

Our credit man always had us fight shy of the town 
with a preponderance of saloons. I have since noticed 
that the dealers in a booze bitten town always have a 
poor rating. 

It is train time. 


“Do it now” but “Procras- 


See you again soon. 
Jaiucaiciilillat aces 


GEARING FOR WASHING MACHINES 
PATENTED. 


William H. George, Fairfield, Iowa, assignor to the 
Dexter Company, Fairfield, lowa, has secured United 
States patent rights, under Number 1,220,838, for a 
Gearing for Operating Washing Machines, described 
as follows: 

A gearing of the kind de- 
scribed, comprising in com- 
bination with an operating 
shaft capable of both a ver- 
tical, reciprocating movement 
and of an alternating, rotary 
movement, a device engaged 
with said shaft for imparting 
an alternating, rotary move- 
ment to said shaft when it is 
reciprocated vertically, a 
prime moving lever, means 
intermediate said prime mov- 
ing lever and said shaft for 
vertically reciprocating said 
shaft, said means including a 
gear adapted to be continu- 
ously rotated by said prime 
moving lever, said lever op- 


16 ~ a 


1,220,838 





ating in a plane between said upright shaft and said gear and 
a fly-wheel operatively connected to said gear and rotated 
thereby. 
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WHY SAW PRICES ARE HIGHER. 


As is known to all well posted retail hardware deal 
ers and their employes, prices on saws have been ad- 
vanced considerably during the past two years, but 
some of them may not realize that the advances were 
not nearly as large as the difference in cost of raw 
materials, to say nothing about the higher wages paid 
to the mechanics that make the saws. 

In the current issue of “The Buzz,” the house 
organ of Simonds Manufacturing Company, Fitch- 
burg, Massachusetts, President A. T. Simonds men- 
tions some of the items that enter into saw manufac- 
turing and shows how costs have increased in these 
items. His article, which was entitled “Fitness from 
an Executive Standpoint,” follows in part: 

Saw prices, estimating the average advance on our en- 
tire line, have gone up approximately 35 percent since before 
the war. 

Saw steel prices have gone up approximately 45 percent. 

Below is a list of price advances that have taken place 


during the same length of time in raw materials that our 
steel mill is obliged to purchase: 


Old New Advance, 

price. price. percent. 
ee ..$ 3.00 $ 6,50 116% 
ERNE hs Sete, Sel Ti Se Pe cen 3.65 10.00 174 
CS) RES ae ore een ee ea 024 065 160 
SERS ene a waste See 2.30 8.00 248 
AaRrriORS) “STOH 6.5. .00s0s0s40% 42.00 95.00 126 
NOMORENEN FANNON 5 5 5.5 00 'os0 as oan sls 56.00 225.00 300 
SEMEN ee eC hieoe< sis seer es 16.00 35.00 119 
ees ie 4 | ee 70 4.00 470 
ES TC terete nen ay ne aoe ner ae 38 45 18 
PREMIO Motos) ce gh aptncaeG ome 31.00 51.00 64 
IM oe cbs Gutters wees 034 052 53 
LO) Se eet ee meee ar re 2.10 3.00 43 


The largest item in this list is, of course, American iron. 
The most serious item is crucibles. On account of the ab- 
sence of Clingenburg clay from Germany, and the war risk, 
and increase in demand for graphite from Ceylon, crucibles 
have gone up in price only 248 percent, and the crucibles are 
only about half as good as they were before, so that it takes 
about twice as many for the same production. 


THREE LARGE STEAMERS TO PLY DAILY 
BETWEEN CLEVELAND AND BUFFALO. 





Commencing May first and continuing daily until 
November first, three magnificent steamers of the 
Cleveland and Buffalo Line will travel between Cleve- 
land and Buffalo. Ships will leave each city at 8:00 
P. M. every evening, arriving at their destination at 
6:30 the following morning, Central Standard Time. 
The steamers to be used for this purpose are the great 
ship “Seeandbee,” claimed to be the largest and most 
costly steamer on any inland water, with sleeping ac- 
commodations for 1500 passengers; also the “City of 
Erie” and the “City of Buffalo.” Railroad tickets 
reading between Cleveland and Buffalo are good for 
transportation on these steamships, and connections 
can be made at Buffalo for Niagara Falls, all !-astern 
and Canadian points, and at Cleveland for Cedar 
Point, Put-in-Bay, Toledo, Detroit and all points 
West and Southwest. For automobile tourists, 4 
new freight rate of $5.00 per round trip is made. 
with 2 days return limit, for cars not exceeding 127 

A beautifully-colored sectional 
puzzle chart of the “Seeandbee”’ will be sent upon re- 
ceipt of five cents, and a 24-page pictorial and de- 
scriptive booklet free, by the Cleveland and 2 uffalo 
Transit Company, Cleveland, Ohio. 


inches. wheelbase. 
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SECURE THIS FINE TEXT BOOK ON TOOLS. 


In the 1917 Catalog of the Vaughan and Bushnell 
Manufacturing Company, just issued, is shown a very 
comprehensive line of tools, comprising types required 
by the carpenter, machinist, sheet metal worker, black- 
smith, brick layer, butcher, bill poster and other trades- 
men. The catalog contains 46 pages bound in a gray 
cover and is attractively and conveniently arranged. 
Ten pages are devoted to the different kinds of ham- 
mers manufactured by the Company, which include 
the Vanadium Hammer, described as one of the tough- 
est and strongest hammers made, and other styles for 
practically every use for which a hammer is needed. 
The remainder of the catalog is given over to the 
ratchet braces with the improved key construction, 
pliers, pincers, nippers, tongs, anvil tools, wrenches, 
chisels and gouges, wrecking bars, nail sets, punches 
and various other tools. What is especially note- 
worthy is the clear and forcible manner in which the 
excellent construction of the tools is brought out by 
means of detail illustrations and descriptions. The 
catalog may well be termed a text book for the retail 
hardware salesman because it acquaints him with the 
features which he can emphasize to the prospects so 
as to make quick and easy sales. Retail hardware 
dealers can secure copies of this splendid catalog by 
writing to the Vaughan and Bushnell Manufacturing 
Company, 2114 Carroll Avenue, Chicago. 





PATENT GRANTED ON CHERRY-STONER. 


Michael A. Rollman and Charles J. Schiemer, 


Mount Joy, Pennsylvania, have secured United States 


patent rights, under Number 1,220,364, for a Cherry- 


Stoner described in the following: 
In a device of the character 
~ described, the combination of 
supporting means, a_ longi- 
tudinally slotted housing there- 
on, a plunger guided in said 
housing, an arm on said plung- 
er, an ejector on said arm, a 
plunger retracting spring in- 
closed by said housing, a ston- 
ing socket, a lateral plate on 
said housing at one side of its 
slot and along which said arm 
is guided, said plate constitut- 
ing a guard or supporting back 
for said arm when retracted, 
and pulp stripping means sup- 
ported by said plate. 


— 
> 


DYNAMITE A PROFITABLE ITEM TO SELL 
TO FARMER CUSTOMERS. 








Man’s search for better methods and better results 
is unending. In the agricultural field, one of the 
clearest manifestations of progress is the ever increas- 
ing use of dynamite. The place that dynamite takes 
on the farm is growing bigger and more important 
every day, and its sale has been greatly increased by 
the extensive advertising on the use of this product 
for tree planting, subsoiling, rock blasting and other 
work on the farm. Consequently, the business of 
hardware dealers in rural districts can be appreciably 
increased by selling Hercules Dynamite, which is con- 
stantly being advertised throughout the country. The 
manufacturers stand ready to assist in many ways to 
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build up this department of the business. Store signs 
that attract trade, and advertising matter that actually 
sells the goods will be supplied free. Dealers can ob- 
tain full information regarding the sale of dynamite 
to farmers by addressing the Hercules Powder Com- 
pany, 1 West roth Street, Wilmington, Delaware. 





TRADEMARK FOR WIRE SCREEN-CLOTH. 


The Reynolds Wire Company, Dixon, Illinois, has 
secured copyright, under Serial Number 101,072, on 
the trademark shown in the accompanying illustra- 

tion, for Hardware and Plumb- 


101,072, ‘ 3 Sacra sy : 
SUNRED ing and Steam-Fitting Supplies, 
the particular description of 
goods being Wire Screen-Cloth. Claim was _ filed 


January 31, 1917, and the Company claims use since 
February 1, 1914. 


+> o-oo - —_____ 


A SMILE’S WORTH. 


“A smile,” says a wise man, “is the lighting system 
of the face, and the heating system of the heart.” We 
all know the old story of “Laugh and the world 
laughs with you,” etc., and the fact that “the sorrow- 
ful earth has to borrow its mirth,” so lend your cus- 
tomers a few smiles now and then and you'll find it 
pays. 

RS ea 
OBITUARY. 
Joseph F. McCoy. 

Joseph F. McCoy, late president of the Joseph F. 
McCoy Company, New York, one of the grand old 
men of the hardware trade, died recently after a four 
days illness of pneumonia, in his 78th year. Mr. Mc- 
Coy was born in New York City May 2, 1839, and 
spent over a half century, continuously, in the hard- 
ware trade, chiefly import, in which he was always 
highly respected as a dependendable merchant. Mr. 
McCoy, early in life, entered the business which so 
long has borne his name, established originally in 
1796, and of which his grandfather and father were 
for many years at the head. 

Mr. McCoy is survived by a widow and four sons, 
all of the latter using the Scotch style in spelling their 
surname. Two of the sons, I*. J. and M. P. MacCoy, 
are respectively Vice-president and Secretary of the 
Joseph F. McCoy Company, the others, Malcolm P. 
and Cecil A. MacCoy, being engaged in other business. 

T. G. Bryant. 

T. G. Bryant, vice-president of the Maytag Com- 
pany, Newton, Iowa, died recently. Mr. Bryant was 
one of the original incorporators of the Maytag 
Company, which succeeded to the business of Par- 
sons Band Cutter & Self-Feeder Company and Par- 
sons Hawkeye Manufacturing Company in_ 1909, 
when he was made Director and Vice-president, hold- 
ing the position until his death. For twelve years he 
served as a Director of the Newton Board of Educa- 
tion, and had also been President of the Newton Com- 
mercial Association. 
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COMING CONVENTIONS. 


Old Guard, Houston, Texas, April 17 to 20. George H. 
Hillman, Nashville, Tennessee, Secretary. 

Southern Hardware Jobbers’ Association, Houston, 
Texas, April 17 to 20. John Donnan, Richmond, Virginia, 
Secretary. 

American Hardware Manufacturers’ Association, Hous- 
ton, Texas, April 17 to 20. F. D. Mitchell, Woolworth Build- 
ing, New York City, Secretary. 

Panhandle Hardware and Implement Association, Ama- 
rillo, Texas, April 23, 24, 25. E. P. Thompson, Secretary, 
Memphis, Texas. 

Arkansas Retail Hardware Association, Hot Springs, 
May 3, 4, 5. Grover T. Owens, Secretary, Little Rock, Ar- 
kansas. 

Western Stove Association, Chicago, May 7. A. W. Wil- 
liams, Columbus, Ohio, Secretary. 

Stove Founders’ National Defense Association, Chicago, 
May & Robert W. Sloan, Scranton, Pennsylvania, Secretary. 

Florida Retail Hardware Association Convention and 
Exhibition, Tampa, May 8, 9, 10. Walter Harlan, Secre- 
tary, 44 Boulevard Circle, Atlanta, Georgia. 

National Association of Stove Manufacturers, Chicago, 
Illinois, May 9 to 10. F. L. Stevenson, Hoosick Falls, New 
York, Secretary. 

Master Sheet Metal Contractors’ Association of Illinois, 
Chicago, May 22 to 23. David M. Haines, 1929 West Lake 
Street, Chicago, Secretary. 

Alabama Retail Hardware Association Convention and 
Exhibition, Montgomery, May 22, 23, 24. Walter Harlan, 
Secretary, 44 Boulevard Circle, Atlanta, Georgia. 

Metal Branch of the National Hardware Association, 
June 1st, William Penn Hotel, Pittsburgh. George A. Fern- 
ley, Philadelphia, Secretary. 

Georgia Retail Hardwares Association, Macon, June 5, 6, 
7. Walter Harlan, Secretary, 44 Boulevard Circle, Atlanta, 
Georgia. 

National Retail Hardware Dealers’ Association, St. Louis, 
June 12, 13 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12 to 15. Edwin L. Seabrook, Philadelphia, 
Secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 13. A. W. Williams, Columbus, 
Ohio, Secretary. 

Ohio Sheet Metal Contractors’ Association, Cleveland, 
June 14th. W. D. Weaver, Columbus, Secretary. 

Carolinas Retail Hardware Association, Wrightsville, 
Beach, North Carolina, June 19, 20, 21. T. W. Dixon, Secre- 
tary, Charlotte, North Carolina. 

American Washing Machine Manufacturers’ Association, 
June 28, 29 and 30. At Lake Harbor, Michigan. Raymond 
Marsh, Otis Building, Chicago, Secretary. 


.@- 
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RETAIL HARDWARE DOINGS. 





lowa. 
Hans Anderson, Dana, has bought a hardware store. 
Jacob Kimm, Norway, will open a hardware store. 


C. C. Knapp, Bagley, has bought the Kail and Sons 
hardware stock. 
M. F. Minihan, Volga City, has purchased the L. L. 


Linder hardware store. 

Isador Johnson, Kanawa, has sold his interest in the 
Flower-Johnson hardware store. 

C. A. Peatman, Centerville, has bought the Bay-Simpson 
hardware store. 

Frank Saul, Hawkeye, has sold his hardware business 
to Jones and Vernon ot Line Springs. 

Hira Kirkpatrick and Joe Ferrell, Birmingham, have 
hought the stock of hardware and implements of P. and R. 
W. Pleasants. 

Rex Brooks bought a half interest in the Conklin hard- 
ware store at Correctionville. 

F. G. Sparr, Creston, has bought the Thomas Hard- 
ware Company. 

John Frerichs has sold his hardware store at Dike to A. 
C. Reisinger. 

The M. Levin hardware store at Harris is now owned by 
R. A. Nack. 

Pape & Son bought the Maxson hardware 
Marble Rock. 

Minnesota. 


Martin Schnobrick Hardware and Implement Store, 
oop has been destroyed by fire, the loss amounting to 
15,000. 

The Davis Hardware Company, Cloquet, has been dis- 
solved. 

The Bronson Hardware and Implement Company, Bron- 
son, has been sold to Swenson Brothers. 

Henry Keso, Alma City, has sold his hardware store to 
Gordon and Jennison: 


store at 


April 7, 1917. 


Ed Engel, of Nerstrand, has purchased a hardware stock 
in Ellendale. 

Dick Happ and Son, Augusta, Rural Delivery from Co- 
logne, will open a hardware store. 

A. M. Rinehart, Miltona, will construct a general and 
hardware store building. 

Arrowwood Brothers, Kimball, will erect a building for 
their hardware store. 

3rainerd Hardware Company, 
store, E. P. Slipp being the owner. 

William A. Deveney sold his interest in the Laing Hard- 
ware Company at Thief River Falls to H. G. Phillips. 

Montana. 

T. P. Heisler of Mandan, North Dakota, will establish 
a hardware store at Forsyth. 

Thompson Yards, Incorporated, of Minneapolis, have 
purchased the hardware and lumber interest of Sell and 
Company, Red Lodge. 

The Holland-Strand hardware store, Plentywood, has 
moved into larger quarters. 


Nebraska. 

E. F. Kozel, Rockville, has sold his hardware store to 
Sam Sorenson. 

. P. Begue, York, has sold his hardware store to £. 
Mulig and E. G. Carter. 

Moses Brothers, Winside, have sold their hardware and 

implement stock to Brune & Company. 
North Dakota. 

The Mayhro, Aldahl, Vehlen Company, Valley City, has 
been succeeded by the Mayhro-Aldahl Company. 

The Pioneer Hardware Company, Marfharth, has been 
incorporated with a capital of $25,000. 

The Hodgins-Hestor Hardware and Furniture Company, 
Minot, has opened in the Baker building. 

G. J. Swanson, Fargo, has moved his stock of hardware 
into the former Crowley drug store. 

The Vehlen-Myre-Aldahl Company, Bismarck, has sold 
its stock in the former Berg and Benson Hardware Company 
to Frank Flora. 

Dodge Hardware & Implement Company, Dodge, has 
been incorporated with a capital of $15,000 by Jchn Buchholz, 
George Buchholz and Richard Wulf. 

Ohio. 

Two warehouses of the Delaware Hardware Company, 

Delaware, were damaged by fire of unknown origin. 
Oklahoma. 

The Bonebrake Hardware Company, El Reno, has been 
incorporated with a capital of $10,000, by H. E. Bonebrake, 
G. E. Bonebrake and E. A. Bonebrake. 

South Dakota. 


Martin Schaefer, Marion, has sold his hardware store 
to A. K. Mooney. 


3rainerd, has opened a 


Texas. 

The Leslie-Wallace Hardware Company, Sherman, has 
changed its name to Leslie-Hunter Hardware Company. 

McKibbin & McKibbin, Incorporated, Conroe, has been 
incorporated for $5,000 by R. E. McKibbin, Sr., R. E. Me- 
Kibbin, Jr., and H. W. Earthman, to sell hardware. 

Washington. 

Flygare & Barnes Company, Connell, has been incor- 
porated for $6,000 by G. A. Flygare, W. J. Barnes and £. 
M. Gibbons, to sell hardware. 

Wisconsin. : 

Howard Pierce, Elva, has sold his hardware store to 
Llovd Seguin. 

Henry Froehlich, Blackcreek, has bought a half interest 
in the Brandt hardware store. 

Tempas Brothers, Adell, have sold their hardware store 
to John Wassink and J. Navis. 

M. F. Kieburg has bought the hardware and undertaking 
business of Bartells Brothers, 410 Dousman Street, Green 
Bay. 

The capital stock of the Wilson-Walter Company, Green 
Bay, hardware and building material, has been increased from 
$30,000 to $40,000 by Byron C. Walter and C. J. Wilson, the 
owners. 

F. M. Garman and S. R. Milbrandt, Alma Center, have 
sold their interest in the Corner Hardware Company to Pet- 
erson Brothers. 

The H. E. Shipman hardware store, Manawa, has been 
sold to C. A. Stewart, Fred Gehrke, Jr.. and FE. Chapin. 

The T. G. Anderson & Company, hardware firm, \erri- 
lan, has been reorganized, Clarence Anderson becoming 4 
partner and the new name being the Anderscn Hardware 
Company. 

Ferdinand Dreifuerst, St. Cloud, has sold his interest 
the hardware business of Dreifuerst Brothers. 

G. J. Adrian has bought the hardware stock of Joe 
Kuchenberg, Cassville. 

Eugene Harrison bought the grocery and hardware bust- 
ness of Traver & Parshall at Lake Geneva. 

Guy Poff, Woodford, has been succeeded in the hard- 
ware and implement business by Charles DeVoe. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








The Louisville branch of the H. W. Johns-Man- 
ville Company is now located at the corner of Fourth 
Avenue and Guthrie Street, Louisville, Kentucky, in 
the very center of the retail district of Louisville. A. 
H. Voight is in charge. 





ELECTRIC DOOR OPENER AND CLOSER CAN 
BE APPLIED TO ALMOST ANY 
TYPE OF DOOR. 


lor a public service garage there is claimed to be 
no door arrangement superior to the Number 1035 
R-W Sliding Folding Equipment which is shown in 
the accompany- 
ing illustration 
| together —_ with 
| the R-W Stew- 
art Electric 
Door Opener 
and Closer. This 
device is said to 
be applicable to 
almost any kind 
of a door and 
permits them to 
opened * o1 
closed from any part of the building. The Opener 
and Closer can be operated by a stenographer or office 
clerk without interfering with their regular duties, 
and it avoids any possibility of keeping patrons wait- 
ing. By pressing a button, the door opens—another 
button and it closes—another button and it stops at 
any point. The device is above the door level, occu- 
pies no valuable space and can be installed by any 
mechanic. Full particulars, together with details 
about R-W door hangers, can be obtained by address- 
ing the Richards-Wilcox Manufacturing Company, 
Aurora, 











Installation of R-W Stewart 
Electric Door Opener and Closer. be 





Illinois. 


oes 
or 


IF YOU DON’T ADVANCE YOU GO BACK. 


A man once became satisfied with his job—and he 
lost it! He reasoned that for his modest require- 
ments he was making enough money. To make more 
money meant additional work and responsibilities. He 
didn’t want these and he didn’t want the money, so he 
just became satisfied. He made it his business to do 
just the work he had to; And it 
wasn't enough and he slipped. 

He overlooked the fact that part of the money 
he received was remuneration for his ambition; for 
his desire for more and greater work; his capacity for 
handling it. When his ambition died he lost not only 


the ability to advance but the ability to hold what he 
had. 





no more, no less. 


A business is but the “lengthened shadow of the 
man.” When the ceaseless, vigilant, unbending effort 








to improve methods, materials and workmanship to 
the end that the product may be continually improved 
is relaxed, that firm is slipping. It has become “sat- 
isfied.” Like the man it has lost ambition, and like 
the man, it will lose profit. Less than the best is not 
enough in either case.—Disston Crucible. 


o> 
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STOVE POLISH PROVES USEFUL ON 
ALTOMOBILE TIRE RIMS. 





A new use and a consequent demand for Black 
Silk Stove Polish automobilists 
who are applying it on their tire rims to obviate rust- 
ing and to prevent tires from sticking. Users of the 
polish for this purpose are said to be highly en- 
thusiastic over its merits, 


has arisen among 


because by painting the 


under side of the tire and rim wit’ a brush or cloth, 
the motorist is enabled to remove the tire with a screw 
driver. 


The 1 ee dients in the base formula of Black 
Silk ! 


of whicn 1s 


Stove Polish, a container 
herewith, 
as not harmful 
prevent rim 
rusting and tire sticking while 
making replacing of tires very 
Rims thus treated are 


shown 
are described 


to rubber, and 


simple. 
said to be unaffected by mois- 
ture, and users who put their 
away in the late 
fall say that in the spring the 


automobiles 


tires came off more easily than 


nau STOVE ee Hi) 
ED 1883 BY Lewis DWN 
AT SERN. ILL. U-S-As 


Retailers can 

Silk 

Cy 3 eae ne eee 

Container of _ Stove | olish and other polishes 

Black Silk Stove Polish. }y writing to the Black Silk 
Stove Polish Works, Sterling, Illinois. 


-®- 
~-or 


TRADEMARK ON SPARK=PLUGS. 


from a new car. 
learn more about the Black 





mil Grossman 
Manufacturing Corporation, New York, 
under Serial number 101,393, for the trade- 
mark, illustrated Electrical 
Apparatus, Machines and Supplies, the par- 


Copyright has been granted the 
Brooklyn, 


herewith, on 


ticular description of goods being Spark- 
Plugs. The 
bushing at the base of the porcelain neck of 
the spark-plug, the the 
spark-plug apart from the red bushing not 


trade-mark consists of a red 
representation of 


constituting any portion of the mark sought 
The 
use since about November 15, 
filed February 15, 
stilliiiaceninniians 


Don’t expect any man to thank you for trying to 


to be registered. Corporation claims 
1916, and the 
claim was 1Q17 


induce him to do what he doesn’t want to do. 
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ADVERTISING CRITICISM AND 
OMMENT 


Helpful Hints for the Advertisement Writer 











Spring having given us ample proof that it is here 
to stay, the logical move for the energetic retail hard- 
ware dealer is to acquaint the public with the fact that 
he is fully prepared to fill their requirements for the 


QPeeeeeNORWOOD HARDWARE CO. KINSE Y’S NORWOOD HARDWARE CO.qummmng 


Pruning Tools |‘ SERV U RIT E??| Garden Tool 


tt ie me to prune now. We have You cas get bemer values here be- 
ser "Ta my The] QU SPs erat eas Sed Sa | ame met w  e k 
feed you want at reasonable prices. methods in can save you money. “Note the dd- 
Not the cheap-ssle bind but good we wel Ue rear Te give ner og) agin eye ference.” These ace quality tools, 

sharp ded! blade vools whenever we cam, ‘or hardware, cuilery, factory ilies oF ———- 





, ‘Prening Shears i there's an) 
ore 


Goad cove toned malice hentia rove eg chal poole 
earl thede, cary comag dears Wal 


end courteous | Pethed Sted Spade Full mapped 
wth mgh mond growth 
hawdie. We velar 1% 


LAWN MOWERS ae 
Shovele 


Ragder We Shord. Potaied mat 
tasy bhede wed etl 
RUMMUNG | isodied i & | To 


fast 
CUTTING 





make Cor cary Avent ercesaty of pera 
comes or 
Bft 10-4 124 
7% 89° 98 


Several pemeres of Sem! Blade How te howe 
STRONGLY from on sake cow, Mi vole 
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numerous items that are needed at this period of the 
year. From time immemorial, spring has been the 
time for cleaning up our homes, our lawns, our gar- 
dens, and putting them in prime condition for the year 
ahead. 

So it shows that a retailer is abreast of the times 
when, as spring approaches, he emphasizes the variety 
and merit of his list of seasonable articles in his news- 





paper advertisements, store paper or circulars. Re- 
produced herewith we have a commendable specimen 
of such a circular, measuring 1014 by 22 inches, issued 
by Kinsey’s Norwood Hardware Company, Norwood, 
one of the suburbs of Cincinnati, Ohio. It commences, 
as practically all advertising matter should, with a 
policy, following which the 
neat, convenient 


statement of the store's 
various items are arranged in a 
manner. 

Notice how nicely the small cuts are proportioned 
and placed with respect to the relative copy, also the 
uniform styles of type and dividing lines. The copy 
itself, whether a line or a paragraph, is the kind that 
appeals, and the number of garden and pruning tools 
and supplies, cleaning time needs, etc., indicate that 
the store is prepared to meet virtually every demand. 

Another interesting item is the coined word “Servu- 
rite,” the symbol of the store’s service to the com- 
munity, which is being inseparably linked with the 
name of the Company by their advertising. 

5 4 * * 

Evidently the “men behind the gun” at the Palace 
Hardware House, Erie, Pennsylvania, are convinced 
of the advisability of featuring one line of their 
greatly varied stock at a time in newspaper adver- 
tising, for the six and one-half inch, four column 
advertisement shown herewith, as well as others re- 
cently noted, confine themselves to a sales talk, clothed 





Buy Your Carriage at 
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We have in stock one of the largest and most beantifal 
lines of carriages on the American market, comprising all the 
leading makes and the Jatest models and our prices ate reasonably low considering 4 
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The new 1917 models include 50 different patterns that are beyond c7™m for style, fin 
ish and comfort, and in all finishes such as Natural Reed, White Enamel, Ivory, Brown, Grey, 
and in fact any color you may desire can be found in this big hardware store and the prices 


ranging from 
a $14.50 and up to $50.00 
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in attractive vestments, concerning a single group of 
articles. The idea thus comn.endably utilized is to 
thoroughly “scrub” several pertinent facts until they 
are spick and span in appearance; garb them in at- 
tractive type and a unique border, and by means of a 
headline, introduce them to the public for inspection. 

To make the advertisement herewith, which ap- 
peared in the Erie, Pennsylvania, Evening Herald, 
still more effective, a few slight changes might be 
made. For example, the heading should say “aby 
Carriage” instead of “Carriage” in order to dispel 
any doubts. 


oe 
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HEATING AND VENTILATING 








SAYS ONE-REGISTER WARM AIR HEATER 
IS ALL RIGHT IF PROPERLY INSTALLED. 


In reply to the letter from J. H. Bedford, Bridge- 
port, Illinois, published on page 32 of our March 24th 
issue, requesting information as to what experience 
other installers have had with one-register or pipeless 
warm air heater, we have received the following inter- 
esting letter from B. L. Schlemmer, Huntington, 
Indiana: 

To AMERICAN ARTISAN: 

In reply to J. H. Bedford’s query on page 32 of the 

March 24th issue of AMERICAN ARTISAN will say that 


I am a retail dealer and out of the fifty-two warm air 


heaters which I installed in this locality in 1916, 
twenty-two were pipeless jobs. These jobs and many 
others that were installed in the previous two or three 
years have up to date given perfect satisfaction. 

I can attribute this clean record to several facts, 
namely, that I have always been careful where [ in- 
stalled a one-register job and have never made any 
assertions that could not be backed up by the furnace, 
and that the heater which I am selling always did as 
much and many times more than was expected of it. 

I wish to say at this point that the one-register 
warm air heater has filled a long felt want and that 
many of our modern homes would be without that 
most essential of all conveniences, a warm air heat- 
ing system, if it were not for this type, owing to the 
fact that in many localities, basements can not be 
lowered to a sufficient depth to allow the installation 
of a pipe system. 

In reply to Mr. Bedford’s query as to what remedy 
was applied when a job did not at first prove satis- 
factory, will say that whenever we installed a pipeless 
heater in a home where there was a kitchen, bath- 
room, or any other room isolated from the rest of the 
house, or that part of the house in which the register 
is located, we would run a g or Io inch pipe to that 
particular room, and if it did not deliver a sufficient 
volume of warm air, we would run a return cold air 
pipe from said room to the heater This arrangement 
invariably brought about the desired result. 

There is usually 3 to 5 degrees difference in the 
temperature of the rooms, and as a rule the room in 
which the register is located has the lowest degree of 
temperature. 

There is absolutely no chance for the ceilings to be- 
come discolored in a home where we installed a one- 
register warm air heater for two reasons, namely, the 
apparatus we sell is an all cast iron heater with a 
flange covered joint which insures the installer a gas 
and dust proof job, and the register which is used in 
connection with the heater is a projecting register 
Which sets back against the wall or in a partition with 








a deflector in it which discharges the heat out into the 
room instead of throwing it up against the ceiling. 

As to fuel consumption, I don’t believe that a very 
close comparison can be drawn, but I can give you 
the experience of two of my customers for whom I 
installed such apparatus in their homes. 

In one, which was an eight room semi-bungalow, 
we installed a heater with a 24-inch firepot, using a 
pipe system. This man bought five tons of Poca- 
hontas coal when he started his fire last fall and 
heated his house very nicely all winter and still has 
some left of the five tons he bought in the fall. 


In the other home which was a story and a half 
seven room house, we installed a pipeless job of the 
same size. This man bought five tons of coke when 
he started his fire last fall and he, too, has fuel left. 

I always use the same size heater for the pipeless 
job that I would fora pipe job. 

Yours very respectfully, 
B. L. SCHLEMMER. 

Huntington, Indiana, March 27, 1917. 





AIR HEATER MANUFACTURERS 
ENGAGE COMMISSIONER. 


WARM 


Another secret meeting of warm air heater manu- 
facturers was held in Parlor A, Hollenden Hotel, 
Cleveland, Ohio, on Friday, March 30th, to round up 
the meetings which were in that city January 25th 
and March first. There were some twenty-six repre- 
sentatives of warm air-heater manufacturers present, 
coming from Detroit, Elyria; Cleveland and various 
New York State points. 

J. W. Concher has been engaged as Commissioner 
and routine work was advanced. A cost formula is 
being prepared, so that the different manufacturers 
may regulate the cost of manufacturing and distribut- 
ing their products in order to establish uniform prices 
and discounts on competitive heaters. 


-+oo+ 


ILLINOIS HEATING AND _ VENTILATING 
ENGINEERS WILL MEET APRIL 9. 


The regular monthly meeting of the Illinois Chapter 
of the American Society of Heating and Ventilating 
Engineers will be held Monday, April ninth, at the 
quarters of Chicago Engineers’ Club, 314 South [ed- 
eral Street, dinner being served at 6:30 P. M. 

The subject for discussion will be “Novel Types of 
Heating Boilers.” 

ey ren 

From a physician’s standpoint, there is only one 
correct method of heating, and that is by the indirect 
warm air heating method, properly installed and with 
a provision for producing the proper degree of rela- 
tive humidity—Dr. B. G. Long, Buffalo, New York 
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SUGGESTIONS FOR IMPROVEMENT OF 
WARM AIR HEATER INSTALLATION IN 
NEW YORK HOUSE. 


In reply to the request from J. A. Pontius, Geneva, 
New York, as to how the warm air heater installation 
described on page 31 of our March 24th issue might 
be improved, we have received the following letter 
from Julius Meyer, Al- 
goma, Wisconsin: 

To AMERICAN ARTISAN: 

In response to J. A. Pon- 
tius’ request in your issue 
of March 24th for advice 
on a warm air furnace 
which does not heat the 
house properly, would say 
that the furnace is large 
enough to do the work 
easily if properly installed, 
but this as his sketch shows 
is not the case, there being 
several things which are 
not right on the job. 

The cold air duct leading 
from the hall is much too 
long and the register face 
on same has not enough 
net area. The warm air 
runs to the parlor and hall, 
which [ assume to be 9 inch diameter should be 10 
inch and should be shortened up as much as possible, 
as also the dining room run. 

I would suggest that he follow the accompanying 
sketch as closely as possible. The furnace should be 
turned, so that it faces due North and moved a little 
to the North and West, thereby favoring the dining 
room and doing away with the necessity of taking off 
the two 8 inch runs leading to the stacks from the 
furnace directly over the fire door, making it much 
Convenience is one of the 
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more convenient for firing. 
important things to be considered as well as heat in 
laying out a heating job if the furnace man aims to do 
first class work. 

Cold air wall faces should be piaced in the living 
room and hall where shown, opening into the space 
under the stairway and a box of ample capacity placed 
under the stairway with a 24-inch round pipe leading 
to the furnace casing as directly as possible, being 
careful to keep the full area of this pipe at all points 
between the cold air faces and the furnace. By using 
two cold air faces he will be assured of a good cir- 
culation all over the house at all times, even though 
the door leading from the living room into the hall 
should be closed. 

To make a real neat, modern job of it, I would sug- 
gest that while he is going to the trouble of making 
these changes he should go a little farther and replace 
the floor registers with baseboard registers, although 
this is not absolutely necessary to make the job a 
success, 

Assuming that the house is of reasonably warm 
construction and that other conditions are normal, he 
will have no more trouble with the job after making 
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these changes, although if he does not care to go to 
so much trouble the job can be improved some by 
merely placing a 24x28 cold air face in the southwest 
corner of the living room, with opening into the pres- 
ent cold air duct and closing the other cold air open- 
ings, but I would advise him to follow my plan. 
Jutius Meyer. 


Algoma, Wisconsin, March 27, 1917. 
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LAST. 


Plan for Warm Air Heater Installation As Suggested by Julius Meyer, Algoma, Wisccnsin. 


ANOTHER SOLUTION OF SINGLE REGISTER 
WARM AIR HEATER TROUBLE. 


In addition to the letters which have been published 
in the March 24th and 31st issues of AMERICAN 
ARTISAN, on page 30 and 34 respectively, in regard ‘o 
trouble with heating a single large room with a one- 
register warm air heater, we have received the fol- 
lowing Charles Arch, Bremen, 
Indiana: 


suggestion from 
To AMERICAN ARTISAN: 

Answering the question of “Installer,” on page 33 
of your March 17th issue, in the first place he cer- 
tainly has made a mistake in estimating the rating 
which should have been 10,000 to 15,000 instead of 
1,000 to 1,500 cubic feet. 

Judging from his plan I would say that the center 
of building is plenty ‘warm while each end of building 
is cold. There are 20,160 cubic feet of space in the 
room to heat, but he has a 30-inch warm air pipe, with 
a capacity of 707 inches; two cold air pipes, 18 inches, 
each capacity 254, or 508 inches, leaving him with 199 
inches less cold air going in than warm air coming out. 

I would offer the following plan were I to change 
system to heat properly: 

Take the cold air registers out from where they 
are, and instead put a 24 inch pipe, capacity 452 
inches, in the front of building, not back 8 or Io feet 
but up in front as close as it can be put. Then place 
in the rear of the room an 18 inch pipe, capacity 
254, making a total of 254+452 inches, or 706 
inches, one inch less than the warm air capacity, and 
there will be no trouble heating the entire room, as 
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the cold air pipes will pull the heat toward each end 
of the room. 


Respectfully, 
CHARLES ARCH. 
Bremen, Indiana, March 27, 1917. 


—- 


MIDLAND CLUB’S SPRING MEETING WILL 
BE HELD IN CHICAGO APRIL 19. 





The regular Spring Meeting of the Midland Club, 
which is composed of many of the leading warm air 
manufacturers, will be held Thursday, April 19th, at 
Hotel LaSalle, Chicago, starting at 10 A. M. 

All manufacturers in this line are cordially invited 
to attend this meeting and the unusual conditions will 
make it a more than usually important conference. 


= 
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SCHOOL ROOM HEATER WITH BODY OF 
WROUGHT STEEL WELDED IN 
ONE PIECE. 





The accompanying illustration shows an installation 
of the Illinois School Room Heater, an apparatus 
which is said not to leak gas or smoke because it has 
no joints, the wrought steel body being welded into 
one piece by the acetylene process. Both the grate and 





A 


Rcom Heater with Ventilating 


Echccol 
Foul Air Duct. 


installation of Illinois 


the firepot, which is made in six sections of heavy cast 
iron, are inside the steel body, and the outer jacket 
of the casing is made of rust-resisting polished steel, 
lined with heavy asbestos and corrugated bright tin, 
extending from the top of the heater to the top of the 
firepot. Ample moisture is supplied to the warmed 
air by the humidifier; and for rooms not having ven- 
tilating flues, as in that shown, a ventilating foul air 
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duct is supplied with the proper accessories. This 
duct, according to the manufacturers, is concealed 
and does not interfere with the draft of the chimney. 
Full details are given in the catalog of the Illinois 
and Alamo School Room Heaters, which can be ob- 
tained from Charles Smith, the manufacturer, who 
has moved his offices across the street, to 63 West 
Lake Street, Chicago. 


—-—_—___-—_e-@-s— ~~ —____ 


PATTERNS FOR WARM AIR HEATER FOR SALE 





In the illustration herewith is shown the Inter-State 
Boiler Plate Warm Air Heater, for which patterns 
and follow boards 
in four sizes are of- 
fered by the Auer 
Register Company, 
Cleveland, Ohio. 
This apparatus 
said to represent an ; 
evolution warm 
air heater construc- 
tion, being made 
like a locomotive 
firebox, riveted and 
calked like a steam 
boiler, with no putty 
cracked 


is 


in 





joints or 


and 


Inter-State Boiler Plate Warm Air 
Heater. 


parts, with a 
long indirect, encased smoke travel. Two sets of grate 
bar patterns are furnished, namely for grate bars 
where coal only is used, and for grate bars where it 
is desired to burn either coal or gas. The latter bars 
are triangular, with small holes drilled in two of the 
sides for the gas burning feature, and the third side 
left without holes; hence the bars may be turned up- 
ward in the warm air heater and coal burned on them 
without making any change. Further particulars of 
this warm air heater, together with price list of the 
follow boards and patterns, can be obtained by ad- 
dressing the Auer Register Company, Cleveland, Ohio. 
SEND FOR NEW CATALOG AND PRICE LIST 
OF WARM AIR PIPE AND FITTINGS. 





The latest catalog, Number 39, of the Handy Warm 
Air Pipe and Fittings has just been issued and shows, 
in addition to this line, the various styles of registers 
and fittings, faces and borders, stove pipe and elbows, 
machines, tools, and warm air heater supplies carried 
in stock by the I*. Meyer and Brother Company. In 
distributing these catalogs, the Company is depart- 
ing from the former custom of sending them out gen- 
erally, and instead will await inquiries. Dealers not 
supplied with copies are urged to write for the cata- 
log and price list, as the quotations cited in previous 
issues are incorrect. The foreword of the catalog 
points out how the publicity work done by the national 
association opens the door to more sales and greater 
profits for the dealer, and then emphasizes the fact 
that all the materials listed in the catalog meet the 
full requirements and are approved by the association. 
Copies of Catalog Number 39 will be sent to those 
addressing the F. Meyer and Brother Company, 1313 
South Adams Street, Peoria, Illinois. 
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DURABLE SMOKE PIPE CAST IN HALF 


SECTIONS. 


Owners of warm air heating systems, it is said, 
must in the course of time contend with the destruc- 
tive action of soot and gases which are constantly 
“eating out” the smoke pipe of the warm air heater. 
To furnish a smoke pipe that will last as long, if not 
longer, than the warm air heater, the Waterloo Reg- 
ister Company have designed the Everlasting Cast 
Iron Smoke Pipe, a section of which is shown here- 
with. Made in half sections, this 
pipe can be tightened to fit openings, 
and a strip of asbestos is said to 
make it gas and smoke tight. The 
sections nest for shipping, are inter- 
changeable and are easily and se- 
curely assembled with bolts. Two- 
foot, one-foot and six-inch lengths 
are made to enable fitting to any dis- 
tance, and also 45 and go degree el- 
bows, all in 8-inch, g-inch and 10- 
The durability, conveni- 
ence and utility of this pipe, accord- 
ing to the manufacturers, will appeal 
to every owner of a heating system, 
and new catalog giving full particu- 
lars can be obtained by addressing 
the Waterloo Register Company, 137 Rath Street, 
Waterloo, Iowa. 


inch. sizes. 





Section of 
Everlasting Cast 
Iron Smoke Pipe. 





WARM AIR HEATER CONSTRUCTED OF 
THOROUGHLY=ANALYZED PIG IRON. 

In the manufacture of the Lexington Warm Air 
Heaters, one of which is shown in the accompanying 
illustration, the Culter and Proctor Stove Company 
use the same high 
grade mixture 
pig iron: as that en- 
tering in the con- 

of their 
and room 
heaters. Each 
of iron is thorough- 
aml 


of 


struction 
ranges 
car 


ly analyzed 
tested by a compe- 
tent metallurgist to 
the proper 
elements for the 
particular composi- 
required for 
the best grade of 
castings. As a final 
safeguard, the completed warm air heater, which is 
extremely heavy, is mounted and thoroughly inspected 
before leaving the factory. To these features are 
added many other points of merit, such as the dome 
or top feed section which is heavily ribbed on the out- 
side; this, it is said, prevents warping or cracking 
under high heat. The dome also has a large fuel open- 
ing with tilted lower section, giving easy access to the 
. Full details of the con- 
struction are contained in the new catalog, copies of 


insure 


tion 





Lexington Warm Air Heater. 


entire surface of the grate. 
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which will be sent upon request by the Culter and 
Proctor Stove Company, Peoria, Illinois. 





ELECTRICITY FOR COOKING AND WATER 
HEATING. 


At the Pacific Coast Convention of the Institute of 
Electrical Engineers, H. B. Pierce, Spokane, Wash- 
ington, contributed a paper containing many construc 
tive points as to the effects on a central station pro- 
duced by the development of load from domestic elec- 
tric ccokers’and water heaters. 


We quote from Mr. Pierce’s paper the following: 


Curves were compiled from the operation of forty-two 
domestic ranges, having a connected load of 155 kilowatt, and 
a peak demand of 33.41 kilowatt. The addition of twenty- 
one 600-watt water heaters increases the connected load by 
122 kilowat, but raises the peak demand only from 33.4 to 
37.5 kilowatt. The ranges of which observation was kept 
were of assorted makes, and varied in capacity from 2.5 to 
upwards of 6 kilowatt. With so small a group as forty-two 
ranges it is found that the demand factor is 0.22, and with 
twenty-five ranges it has been found not to exceed 0.29. As 
might be expected, the diversity factor increases with the 
number of stoves in operation. The average consumption of 
the ranges is about 100 kilowatt hours per month, each in- 
stallation having, therefore, a load factor of about 2.8 percent. 
Among the households in which these ranges are installed are 
families with incomes of less than $100.00 per month and 
homes in which the current bill is a minor consideration. 
They are representative ofall the classes that will eventually 
do their cooking electrically. Although the average monthly 
consumption works out at 100 units, the consumption of in- 
dividual cookers varies widely, the limits being 50 and 400 
units—the latter being an exceptional case of a farmer at 
harvest time, when a large number of hands have to be fed. 
It appears that the daily cooking peak occurs at about 6 p. m., 
and coincides closely with the lighting peak. This is un- 
fortunate, but with a fair number of cookers in use the 
diversity factor would probably be 8, and a low tariff becomes 
possible and would prove remunerative. On the basis of an 
average monthly consumption of 100 units, an average indi- 
vidual demand of 5 kilowatt and a diversity factor of &, 
the following results are obtained with energy at three 
cents per unit: Revenue per range per year, $36.00; revenue 
per kilowatt year of range demand, $7.20; revenue per year 
of station demand, $57.60. 

A supply of hot water is essential to the satisfactory use 
of the electric range, but to compete with coal, coke or gas 
very low rates must be available. This can be given by se- 
curing a high load factor for the hot-water service by re- 
stricting supply to the hours of light load, or by limiting the 
use of the water heater to those tinuwes when the cooker is not 
in use. A high load-factor is obtained with a heater continu- 
ously in circuit, but it has the disadvantage that the load is 
superimposed on the existing peak. This is avoided by re- 
stricting the supply to light load periods, but such a system 
involves the storage of large volumes of hot water and the 
heavy initial cost of the time switch, large, well-insulated 
storage tank, high-capacity heater and so forth. Restricted 
service on these lines is not recommended, particularly as the 
valley periods, when the heater would be in circuit, are not of 
very long duration. 

The limiting of the use of the water heater to times when 
the cooker is not in operation seems the best method. !t has 
some of the advantages of both the other methods, with fewer 
of their objections. The water heater in this case would be 
controlled by a throw-over switch or similar device, which 
would permit of either the cooker or water heater being used 


singly, but not the two together. With such an arrangement. 

the peak demand was raised, as already stated, only by 4.16 

kilowatt. 
A common rate for a 600-watt water heater controlled in 


this manner is $2.00 per month. The ranges would bring in. 
at the three cent rate, $36.00 per annum apiece, and the addi- 


tional revenue from each water heater would amount to 
the 


$24.00. From each of forty-two ranges and water heaters 
return would be $53.70 per kilowatt year, and Mr. |’ierce 
states that the addition of such a water-heating load conce!v- 


ably might convert an otherwise unprofitable installation 0! 
ranges into a paying proposition. The rate upon which these 
calculations are based (three cents per unit) is higher than 
the average over here, where the penny rate is common and 
a halfpenny tariff is often met with. These rates make the 
supply attractive to consumers, but reduce materially the rev- 
enue to the undertaking, although it does not follow tat It 


would be »nnrofitable—in fact, experience points in the \ppo- 
site direction. 













April 7, 1917. 


AMERICAN ARTISAN AND HARDWARE RECORD 











PRACTICAL HELPS FOR THE 
TINSMITH 











PATTERN FOR TWISTED ANGLE. 





BY 0. W. KOTHE. 
Replying to the request of “Subscriber,” in your 
issue of March 17th, for Patterns that will make the 


mediately above, draw the elevation view of pipe to 
Draw the miter lines 
In like manner, bisect the angle 
in plan for miter line A-B-. ae ag 
in any number of equal spaces, twelve in this case. 


suit the required inclination. 
—a-b and also d-c-. 
Divide the section 
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Development of Patterns for Twisted Angle of Pipes. 


twist growing out of the incline pipe on an angle; [From each of these points, project lines parailel to 
the accompanying drawing -will give the idea. 

To do this properly, first draw the plan, drawing - 
the central lines to the desired angle. Next strike the 


sections on both ends for the round pipe. 


center line R-7’ thus cutting line A-B in points shown. 
ad. ig 


lines cutting the miter line a-b of elevation. 


Again, from each point in the section erect 





Then 





Now im- from each of these points in this miter line a-b- pro- 
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ject lines parallel to center line up to the top miter 
line c-d-. Now from each point in the miter line A-B 
of plan erect lines thus cutting lines having similar 
This gives you that elliptical 
view shown in elevation. Care must be taken that 
you work with corresponding lines. For instance, 
7-7’ in plan is the same as 7-7’ in elevation. You can 
figure this to be your seam line. ' 

To set out the pattern, place the stretch-out from 
section “A” and set it off 7-7 on a line drawn to right 
angles to elevation, as shown in patterns. Draw your 
stretchout lines parallel with elevation and then from 
point 7 in miter line a-b- square out points, thus mak- 
ing the miter cut for the lower angle. Repeat this 
process, starting from 7’ of the ellipse and square out 
your points one after another thus giving you the sec- 
ond miter cut. The upper miter cut is laid out in the 
same way. This gives you the pattern for the angles 
“B” and “E” also for the inclination “D.” 

Neither pattern “C”’, nor that part as “C” in eleva- 
tion is a true length. To find this, we note O-P is the 
rise of angle O-Q-P. Draw your diagram, making O-P 
equal to the rise O’-P’ and P-Q as P’-Q’. This gives 
you a reproduction of the angle in elevation and is 
not yet a true length. Now pick line R-7’ from plan 
and set it as P’-R’; then line O’-R’ is the true length 
from the center line for your measuring length. 
Therefore, when cutting out the pattern “C” lengthen 
it on the line 5 starting from O and setting off the 
length O’-R’. In this case, we have just the net or 
.oreshortened length O-Q set off as R-O in‘pattern. 
sefore making this fitting up full size, it is best to 
make a small one out of light tin so you know how 
you come out. 


number in elevation. 


-+eoer 


CINCINNATI SHEET METAL CONTRACTORS 
TO ADVERTISE COOPERATIVELY. 


The Sheet Metal Contractors’ Association, Cincin- 
nati, Ohio, recently held a special meeting at the hard- 
ware store and sheet metal shop of Ferdinand Doepke. 
The principal business that came before the Associa- 
tion was to forgtulate a plan for cooperative advertis- 
ing. It was decided that one or more of the city 
papers were to be used once a week, the copy being 
changed each week, and that all members’ names 
were to follow the display space. 


It was also decided meetings should be held on the 
first and last Friday night of each month, and a com- 
mittee was appointed by President W. F. Anspaugh, 
composed of John Weigel and C. L. Smith, to arrange 
for holding these sessions at the Cincinnati Business 
Men's Club. 





BUYS AMERICAN ARTISAN LIKE REGULAR 
MERCHANDISE. 





To AMERICAN ARTISAN: 

We would not think of doing business without 
AMERICAN. ARTISAN, and renew our subscription just 
as we replace our stock. 

Yours truly, 
F. G. Mainack & Son. 
Rock Island, Illinois, April 2, 1917. 
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CONVENTION COMMITTEE FOR THE 
NATIONAL MEETING OF SHEET METAL 
CONTRACTORS PREPARING FINE 
PROGRAM. 


The Convention Committee for the National Meet- 
ing of Sheet Metal Contractors which is to be held 
June 12 to 15 at Cleveland, Ohio, is preparing an 
excellent program for that occasion. A number of 
men well qualified to speak on subjects of great im- 
portance to the trade will address the Convention, but 
the Committee prefers not to give their names until 
all program arrangements have been completed. 

Vice-president H. H. Lind is Chairman of the Com- 
mittee and A. W. Howe is Secretary, the other mem- 
bers being: Frank B. Hiller, Vice-chairman; I*. M. 
Potter, Treasurer; W. J. Birmingham; J. C. Wicks; 
George R. Strain; W. E. Feiten; George F. Thes- 
macher; J. Aingsworth; John M. Pfander; T°. C. 
Thornton, all of Cleveland. 

Headquarters will be at Hotel Hollenden, and other 
hotels which are recommended are The Olmstead, The 
Gillsy, The Colonial, all of which are within a short 
walk from Headquarters. 





FEDERAL AID FOR VOCATIONAL EDUCATION 
CAN NOW BE SECURED BY 
STATE BOARD. 


The Smith-Hughes Bill recently enacted by Con- 
gress, and signed by President Wilson, is a big boon 
to Industrial Education. This act provides for an- 
nual grants by the Federal Government to the indi- 
vidual state for stimulating vocational education in 
agriculture and in the trades and industries. 

The grants are to be given in two forms: For tke 
training of teachers of agricultural, trade and indus- 
trial, and home economics subjects; for the paying of 
part of the salaries of teachers, supervisors and direc- 
tors of agricultural subjects and of teachers of trade 
and industrial subjects. No money to be used for 
equipment and maintenance of buildings. 

Appropriations are to be made to a Federal Board 
for making studies and investigations which shall be 
of use in vocational schools. 

A summary of proposed grants to be given to the 
states is given in the following: 


Year. A. B. ve D. 2 
LOS | ae 1,000,000 1,000,000 900,000 200,000 3,100,000 
ee ee 1,250,000 1,250,000 1,000,000 200,000 3.700.090 
1919-20. .....1,500,000 1,500,000 1,000,000 200,000 4.200.000 
1920-21...... 1,750,000 1,750,000 1,000,000 200,000 4,700,000 
1921-22......2,000,000 2,000,000 1,000,000 200,000 5.200.000 
1922-23. .....2,500,000 2,500,000 1,000,000 200,000 6,200,000 
1928-34...... 3,000,000 3,000,000 1,000,000 200,000 7.200.000 


The maximum in each case is continued annually after 


1923-1924. 

Column A gives the amounts to be granted toward 
salaries for agricultural teachers; column B, toward 
salaries for trade and industrial teachers; column C, 
for training of teachers for vocational work; column 
D, for the Federal Board of Vocational Education 
for administration, studies, etc.; and column E gives 
the total grant for each year. 


ESE eee ae 
Accelerate now and you’ll have more to be thankful 
for next November. 
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DEVELOPMENT OF PATTERNS FOR TWISTED 


PIPE. 


The following reply has been received from Harry 
Frye, Tullahoma, Tennessee, to the request of “Sheet 
Metal,” published on page 44 of our March 17th issue, 
for patterns for a twisted pipe: 

To AMERICAN ARTISAN: 
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which I set off in elevation as B E”. I figure, from 
the angles. wanted, that all the miters will be 60° with 
the center line of pipe, and that pipe N will miter in 
pipe M, on a quarter turn twist. So through points 
A, B, and C, I draw the miter lines at angles of 60° 
with the center line of the pipe. Point off into equal 
spaces the half profile of pipe in plan. Project these 
points through the miter lines. 
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Development of Patterns for Twisted Pipe. 


In answer to query of “Sheet Metal” for develop- 
ment of twisted pipe, in your March 17th issue, I here- 
with contribute a simple but very unusual plan of 
developing this pattern. I first draw the elevation of 
the axial line of the pipe as A B C. Point off in B 
the length of the axial line of section M, and in D 
the length of the axial line of section N. Then draw 
the plan of these axial lines as B’ D’.. 

At right angles to B’ D’ set off D E. The vertical 
height of line B D, as D’ E’.. Then line drawn from 
E’ B’ gives correct length of axial line of section N, 





rom the points of intersections in the miter lines 
and at right angles to the center line of the pipe, draw 
dotted lines as shown. Using one line as the stretch- 
out, divide into the same number of divisions as the 
profile, and draw the solid lines across as shown. 
Through the intersections trace the miter curves as 
shown. At the point where M unites with N is where 
it makes the twist of one quarter turn so I drop back 
one quarter of the pattern, making the long point of 
the miter, which gives the desired cut for the twist. 
The pipe as shown in my drawing is not really the 
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elevation of the pipe but does show the elevation of 
the axis as center line, and I use the pipe as explained 
above for the development. 
Harry FRYE. 
Tullahoma, Tennessee, March 24, 1917. 





SHEET METAL CONTRACTORS OF CHICAGO 
SHOW MUCH INTEREST IN 
LICENSE MATTER. 


A large number of non-members were present and 
took part in the open meeting held Tuesday, April 
third, under the auspices of the Allied Sheet Metal 
Contractors’ Association of Chicago, called for the 
purpose of discussing ways and means of improving 
conditions in the trade in connection with the prob- 
able enactment by the City Council of an ordinance 
exacting a license from every one engaging in sheet 
metal contracting in Chicago. 

After President D. M. Haines and A. George Ped- 
ersen, Editor of AMERICAN Artisan, had explained 
some of the features of the matter which was up for 
consideration every one present was requested to state 
his opinion as to how the sheet metal contractors of 
Chicago might be affected by such an ordinance, as 


well as to what other means might be taken to make 


the business more profitable—and with the exception 
of two or three, every one responded freely. 

The general idea expressed was that so long as it is 
more than probable that a license ordinance will be 
passed simply as matter of raising more revenue, it 
would be only good business policy to see that proper 
safeguards were put into the ordinance, to make sure 
that the sheet metal contractors received some real 
benefit in return for the $25.00 or $50.00 license fee. 

President Haines stated that in the Chicago Sheet 
Metal Contractors’ Association, commonly known as 
“Number One,” the matter had been discussed at con- 
siderable length and that President deConingh of that 
organization had been instructed to appoint a com- 
mittee to confer with a like committee from the 
“Allied” Association. : 

Another and very pleasant feature of the meeting 
was the many expressions of willingness to cooperate 
in the Association movement that came from prac- 
tically every one of the non-members who spoke. They 
were almost a unit in pointing out the fact that only 
by working with one another would it be possible to 
make conditions in the trade materially better. 

Altogether, the new officers of the Allied Sheet 
Metal Contractors’ Association of Chicago have good 
reasons for feeling gratified with the manner in which 
the first meeting of their term was conducted, as well 
as with the attendance and interest taken. 

It was decided that a personal canvass should be 
made during the next two weeks, each one present 
agreeing to visit the sheet metal contractors in his 
neighborhood, talk these matters over with them and 
urge them to attend another open meeting which will 
be held Tuesday, April 17th, 8 P. M., at the Hardware 
Club, twelfth floor of the Cunard Building, south- 
west corner of Randolph and Dearborn Streets. 

At this meeting, a full and free discussion will 
again be allowed, whether the person be a member or 
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not, and it is expected that at that time a definite plan 
will be presented on .which all sheet metal contractors 
in Chicago can unite, for the general benefit of the 
trade. 


we 


WISCONSIN SHEET METAL CONTRACTORS 
ARE URGED TO HELP PREVENT 
PASSAGE OF YOUNG BILL, 
NUMBER 347 A. 





The Board of Directors of the Master Shect Metal 
Contractors’ Association of Wisconsin urges in a 
letter sent by Secretary Paul L. Biersach, Milwaukee, 
to all members that they use their influence in every 
legal way to prevent the passage of the bill intro- 
duced in the Wisconsin State Legislature by Repre- 
sentative Young and known as “Number 347A.” 

This bill if enacted would take from the State 
Board of Industrial Education practically all its pres- 
ent powers of initiative and vest it only with powers 
of approval of such matters as are submitted to it 
by the State Superintendent of Schools. Further- 
more, the bill proposes that the Board would not be 
permitted to employ help, although one of the prin- 
cipal means by which it is now able to do such good 
work is because it is empowered to employ men of 
practical business experience. 





CUSTOMER SATISFACTION AND ADDED 
PROFITS GO HAND IN HAND WITH 
METAL SHINGLES. 


The great number of buildings that are being built 
or re-roofed throughout the country at this time of the 
year offer the enterprising sheet metal contractor a 
splendid opportunity to participate in the great volume 
of sloping roof work. Where wooden shingles, slate 
or composition roofing would otherwise be used, the 
contractor can offer metal shingles in various attrac- 
tive patterns such as that shown in the accompanying 
illustration, feeling con- 
fident that they will “stay 
with the job” for many 
years with very little, if 
any expense. . Cortright 
Metal Shingles are sub- 
stantially made in four 
handsome designs and are 
said to afford the sheet 
metal contractor added 
profits and customer sat- 
isfaction, so that he gains 
both ways. Full particu- 
lars are given in the illus- 
trated book of roof facts, 
and copies of this will be 
sent upon request, by the Cortright Metal Roofing 
Company, Philadelphia or Chicago. 





Cortright Imperial Shingle. 


= 
> 





Harry E. Borzell, well and favorably known to the 
trade in and about Philadelphia, has joined the sales 
staff of Frederick J. Knoedler, manufacturer and 
dealers in sheet metal workers’ supplies, tools and ma- 
chinery. 
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PAMPHLET BRINGS OUT SUPERIORITY OF 
METAL ROOFS TO ALL OTHERS. 


In connection with the publicity campaign being 
conducted under the auspices of the Philadelphia sheet 
metal contractors and supply houses, Merchant & 
Evans Company have published a pamphlet entitled 
“Frightful Fire Losses” which in a very forceful man- 
ner emphasizes the great superiority of tin roofing 
above wood shingles, composition, slag or gravel roof- 


ing, as follows: 
Frightful Fire Losses! 

First authentic survey of fire causes ever made shows 
definitely that a large part of national fire loss is wholly 
preventable. 

The National Board of Fire Underwriters, after con- 
sultation with the National Convention of Insurance Com- 
missioners and the Fire Marshals’ Association of North 
America, in tabulating the five hundred thousand or more 
fires occurring in the United States, ascertained that the per 
capita fire loss of the United States is many times greater 
than that of most European countries, and found that in 
1915 (the only data available) the following alarming figures: 

Strictly preventable fires... .$32,720,239 21.4 percent 

Partly preventable fires.... 58,148,339. 37.9 percent 

Unknown (largely preventable) . .$62,363,298 40.7 percent 

They also determined that external exposure is that of 
fire hazard of one building to another and can be largely 
prevented by fireproof roofing, etc. _ 

As compared with wooden shingles and composition or 
slag and grave! roofing, tin roofs are superior for the fot- 
lowing reasons: 

Absolutely Fireproof—Impossible to burn. Protection 
from flying sparks and acts as blanket to fire within. 

Low Insurance—Buildings with metal roofs receive lower 
rates. 

Sanitary—Cannot clog up eaves trough and conductor 

Sheds clean rain water. 

Minimum Cost of Maintenance—Leaks can be readily lo- 
cated and repaired at small cost. 

Low First Cost—Metal roofing is cheaper than competing 
materials of supposed equal value. 

Appearance—Presents a neat and clean appearance and 
can be painted in any color. 

Flexible—Provides for expansion and contraction and it 
is not affected by settlement of building or seasoning of tim- 
bers. 

Lightning Proof—Conducts shnanehcaey to the ground. 

Minimum Weight—Heavy rafters not necessary. 

Durable—Will last 25 to 35 years. 

Weather Proof—Can be subjected to all extremes 
climate. 

Salvage—Can be removed and re-used or sold. 

Adaptable—Can be used on roof of any size, 
pitch. 

Well Established—Metal roofs have been used in all 
parts of the world for many years and the above reasons are 
well established. 

On the back page of the pamphlet there appears an 
“Ode to the Wooden Shingle” which was originally 
published by the Michigan Fire Prevention organiza- 
tion and which has been endorsed - many other lire 


Prevention authorities: 
1! Am a Wooden Shingle. 
| Am the Wooden Shingle. 

Ruin—death and tears upon my footsteps wait. He who 
puts me on his home for protection, J] betray. | have a soul of 
fre J glory in ruin. Each straggling spark sets me upon 
some fresh hatched lust. 

When I am new I am attractive, but treachery lingers ‘n 
my beauty. My greatest admirers | turn to scorn. Those 
who boost me most I crumple with ridicule. And those who 
use me to shelter loved ones J tear at their throats with 
fingers of fire. 

Blackened ruins sing my symphony—for at best I am but 
a fickle friend. I am a thief in the night. I hate beauty. | 
am an enemy of all things useful. Security irritates me and 
I crush those most who fear me least. 

I Am the Wooden Shingle. 

For a brief spell I am fair to look upon. Put scorching 
suns soon rot out my vitality. I split and splinter and soften 
like the weakling that I am. Winter freezes tear at my vitals. 
I am a mark for drenching rains. 

I tear at my moorings a discontent—I warp with fiendish 
glee. J let in the rains—and the weather and a/ways | crave 
for sparks. I thrive on flying brands. I curl—I crack—I 
splinter and decay. ‘ 


pipe. 


of 


shape or 
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I am worn out before my usefulness begins—a decrepit 
in my youth—a coward—a sneak—one of nature’s misfits. 

And mark ye—I shall steal as long as you trust me. I 
shall betray you to fire as long as you depend upon me to 
protect you. 

I shall rob ye of your homes—I shall come like a plague 


in the night and murder and plunder and destroy. I hate 
those that love me. 
And ye—fools—ye trust me. 
It is to laugh! 
I am the Wooden Shingle. 
Note—Every insurance, state 
advising against the wood shingle! 


2) 
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NEW WROUGHT IRON CONDUCTOR HOOK IS 
EASY TO DRIVE. 


and city official is now 





Heretofore, it is said, the construction of conductor 
pipe hooks has not made driving of them an easy 
matter, and the mechanic had to contend with bend- 
ing, twisting and break- 
ing of them, not men- 
tioning bruised fingers. 
Hence, the Direct Drive 
Wrought Iron Conduc- 
tor Hook, shown in the 
illustration herewith, a 
new item on the market, 
will be appreciated by 
the trade general 
and the mechanic in 
particular, because it is 
as easy to drive as an 


in 





sini baka: Sia tia ordinary nail. The full 
Conductor Hook. force of each blow in 
driving is obtained and 

no effort is lost, at the same time making the 
drive easier and surer. This strong, two-piece 


electric welded conductor hook, hot galvanized to 


prevent rusting, is made for both wood and brick, 
round and square conductor pipe, in single and double 
drive. It is furnished in 2, 24%, 3, 4, 5 and 6 inch 
sizes and is claimed not to split the wood and to make 
a clean job on all brick work. Further particulars 
and price list can be obtained: by addressing the Mil- 
waukee Corrugating Company, Milwaukee, Wiscon- 
sin, or the branch at Kansas-City, Missouri. 


2@-o- 
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GUTTER AND CONDUCTOR PIPE THAT 
RESISTS CORROSION. 





There are many reasons why the sheet metal con- 
tractor should furnish gutter 
extreme durability the trade, 
which is the fact that short-lived gutter and pipe have 
Very 


and conductor pipe of 


to noteworthy among 
caused untold prejudice aginst sheet metal. 
often the only sheet metal products on a building are 
these items, and if the owner should have trouble with 
them because of rapid corrosion, he may be prone to 
judge all other sheet metal -rticles by his gutter and 
pipe. The result is that the who has become 
prejudiced against sheet meial is disinclined to use it 
in any form, and when in need of roofing, for instance, 
he buys composition, felt or Since a sheet 
metal worker is not needed to apply this material, the 
latter is deprived of the business which is properly 
he should use 


Mal 


paper. 


Hence, in order to buiid up trade, 
well as other sheet metal 


his. 
gutter and conductor pipe, as 
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‘articles, which effectively resist corrosion and give sat- 
isfactory service. Such are said to be found in the 
Toncan Metal Products, and an interesting booklet 
dealing with this material, etitled, “Corrosion—The 
Cause—The Effect—The Remedy,” will be sent upon 
request, by the Stark Rolling Mill Company, Canton, 
Ohio. 


ons 


DERIVES MUCH BENEFIT FROM READING 
AMERICAN ARTISAN. 





To AMERICAN ARTISAN: 

I derive more benefit from your publication by far 
than the price of subscription, and I think every sheet 
metal worker who reads AMERICAN ARTISAN will 
voice the same sentiment. 

Respectfully, 
FRANK B. SCHAEFER. 


551 Van Buren Street, Milwaukee, April 2, 1917. 








DISTINCT DESIGN AND UNIFORM 
CONSTRUCTION MAKE STEEL 


CEILINGS POPULAR. 


The economy of installing steel ceilings in homes, 
stores, offices, etc., is unquestioned because they are 
much more easily erected than moulded ceilings and 
possess far greater durability. Besides the economy 
feature, steel ceilings are becoming widely popular 
because of their clear, distinct and sharp-cut design, 
uniformity and practically perfect construction. In 
the Berger’s Classik Steel Ceilings, this excellent con- 
struction is said to be due to the manufacturer's new 
and original process—the ceilings are no longer made 
by the drop hammer process, but on a specially de- 
signed draw press exerting goo tons pressure. This 
enormous pressure, say the manufacturers, insures 
absolute uniformity in depth, detail and size, and each 
plate, which is pressed separately, is an exact counter- 
part of the other. The dies from which Berger’s 
Classik Steel Ceilings are made, are said to be exact 
reproductions of skilfully clay-modeled originals, and 
hundreds of artistic designs are made to harmonize 
with every type of architecture. All of these are de- 
scribed as being fire-retardant, durable, safe, light in 
weight, easily and quickly erected and reasonable in 
Full particulars, together with a copy of Cata- 
log A. A. A., can be obtained from the Berger Manu- 
facturing Company, Canton, Ohio. 
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NOTES AND QUERIES. 


cost. 


High Test Gasolene. 

From Martin Ludwig, 136 Ferry Street, Albany, Oregon. 

Kindly advise whether or not high test (84 grade) 
gasolene can be purchased in Chicago, and if so, 
where? 

Ans.—Standard Oil Company, 72 West Adams 
Street, Chicago, Illinois. 

Lightning Rods. 

From H. C. Westphal, Reedsburg, Wisconsin. 


Please give me the address of about six manufac- 
turers of lightning rods. 

Ans.—Carl Bajohr, 4051 Keokuk Street, St. Louis, 
Missouri; Eclipse Rod Company, 56 Porter Street, 
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Detro:t, Michigan; Electra Lightning Rod Company, 
Cresco, Iowa; E. A. Foy Company, 815 Broadway, 
Cincinnati, Ohio; Maher and Sons, Prestcn, Iowa; 
Reyburn Hunter and Company, 412 North Sangamon 
Street, Chicago. 

Hanging Broom Display Rack. 


From McDaniel-Kirkpatrick Hardware Company, 
City, Arkansas. 


Please advise where we can get a hanging broom 
display rack. 

Ans.—F. A. Herrick Company, 4039 Detroit Ave- 
nue, Toledo, Ohio; Berger Specialty Manufacturing 
Company, Richmond, Virginia; John WHagen, Fort 
Atkinson, Wisconsin. 

Hoods for Fire Places. 
From Electa Berry, London, Tennessee. 


Kindly let me know where I can get hoods for wood 
fire places with tiling hearths, the dimensions being 
34% by 29% inches. 

Ans.—Colonial Fire Place Company, West 12th 
Street and South Kenton Avenue; Dawson Brothers, 
North Halsted Street and Milwaukee Avenue ; Charles 
I, Lorenzen & Company, 105 North Clark Street ; all 
Chicago, Illinois. 

King Laundry Heater. 
l'rom Cole’s Hardware’ Company, Bethany, Missouri. 

Can you tell us who makes the King Laundry 
Heater ? 

Ans.—Milwaukee Stove and Heater Company, 100 
Water Street, Milwaukee, Wisconsin. 

Soft Solder. 
Meyer, Kenyon, Minnesota. 

Please advise where I can get soft solder in pow- 
dered form. 

Ans.—L. B. Allen Company, Incorporated, 4555 
North Lincoln Street, Chicago, Illinois. 


Forrest 


From Edwin fF. 


Flag Pole Ornament. 
From J. K. Cunningham and Company, Monon, Indiana. 

Please advise where we can procure an eagle orna- 
ment for a fifty foot flag pole. 

Ans.—Gerock Brothers Manufacturing Company, 
1227 South Vandeventer Avenue, St. Louis, Missouri; 
I‘riedley-Voshardt Company, 733 South Halsted 
Street, Chicago, Illinois. 

Card Writers’ Pens and Brushes. 
From A. Ruhling, 1132 George Street, Chicago, Hlinois. 

Kindly let me know where I can secure card writ- 
ers’ pens and brushes for use in making advertising 
signs. 

Ans.—A,. H. Abbott & Company, 19 North Wabash 
Avenue; Favor, Ruhl & Company, 425 South Wabash 
Avenue ; Devoe & Raynolds Company, 14 West Lake 
Street, all Chicago, Illinois. 


.-® 
oo 


ITEMS. 





The Kuenz Radiator & Sheet Metal Company, To- 
ledo, Ohio, has been incorporated with $50,000 capi- 
tal by E. P. McCamie, D. C. Walter, C. M. Ziegen 
and F. F, Crampton. 

The Austin Avenue Hardware and Sheet Metal 
Company, Oak Park, Illinois, near Chicago, has een 
incorporated for $2,500.00, by Herbert H. Golden, 
Herman Glander and W. Ross. 


Every dealer is liable to be misjudged, but hardly 
the reliable dealer. . 
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NEW PATENTS. 
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1,220,179. Vegetable-Cutter. 
Colo. Filed Dec. 5, 1916. 

1,220,182. Pulley-Block. Addington B. Campbell, New- 
port, N. J. Filed Mar. 14, 1916. 

1,220,203. Fastening Means for Butt-Joint Metal Cul- 
verts. John H. Dean, Birmingham, Ala. Filed Jan. 23, 1913. 

1,220,215. Clothes-Reel. Charles J. Gauss, Duluth, Minn. 
Filed Sept. 3, 1915. 

1,220,219. Sectional Skylight. 
York, N. Y. Filed Mar. 27, 1915. 

1,220,223. Hose-Coupling. Clarence M. Hartman, Crof- 
ton, Nebr. Filed Aug. 10, 1916. 

1,220,234. Lantern-Globe-Support Plate. Adolph G. 
Kaufman, New York, N. Y. Filed June 30, 1916. 

1,220,240. Metal Bin. Andrew A. Kramer, Kansas City, 
Mo. Filed July 19, 1915. 

1,220,269. Warehouse-Truck. Alex Peterson, San Fran- 
cisco, Cal. Filed July 5, 1916. 

1,220,286. Insect-Catcher. David Dudley Stephens, Louis- 
ville, Ala. Filed July 29, 1916., 

1,220,347. Wire-Jightening Device. 
Chicago, Ill. Filed Nov. 8, 1915. 

1,220,856. Hinge. Charles McCulley, Aldrich, Mo. Filed 
May 19, 1916. 

1,220,366. Washing-Machine-Operating Mechanism. Wil- 
liam J. Schoonover, Chicago, Ill. Filed Aug. 4, 1915. 

1,220,412. Vapor-Stove. Benjamin F. Gollmar, Baraboo, 
Wis. Filed Apr. 17, 1916. 

1,220,421. Wire-Stretcher. 
Filed Dec. 22, 1916. 

1,220,426. Device for Use in the Preparation of Mayon- 
naise Dressing. Guy W. Kelly, Marceline, Mo., assignor of 
one-half to Claud Buchanon, Marceline, Mo. Filed Aug. 19, 
1915. Renewed Aug. 21, 1916. 

1,220,448. Automatic Lock. Robert N. Parker and Henry 


A. Smith, Odem, Tex.; said Smith assignor to C. C. Willis, 
Odem, Tex. Filed Mar. 24, 1016. 


Arthur C. Bullen, Swink, 


Barney Goldman, New 


Henry H. Lampert, 


Mayme Helm, Ghent, Ky. 





1,220,453. Shovel Attachment for Pitchforks. George 
Peterson, New Auburn, Wis. Filed Oct. 30, 1916. 
1,220,463. Lap-Joint for Roofing. Louis J. B 


San Diego, Cal. Filed Oct. 26, 1916. 


Schnug, 


1,220,466. Detachable Handle for Jars. Herman Schultz, 
Parkersburg, Iowa, assignor of one-eighth to R. J. Goerner, 
Parkersburg, Towa. Filed Feb. 26, 1914. Renewed Aug. 
14, 1916. 

1,220,472. Spark-Plug. Edmund L. Suess, Pittsburg, Pa. 
Filed Mar. 8, 1916. 

1,220,481. Grapple. William ©. Wedge, Center, Colo. 
Filed June 3, 1916. 

1,220,489. Lawn-Mower. Carl O. Bakke, lertile, Minn. 
Filed July 25, 1916. 

1,220,499. Door-Securer. Daniel P. Daugherty, Worden, 


Oreg. Filed Aug. 9, 1916. 
1,220,695. Combination Water-Heater. 
Washington, D. C. Filed July 29, 1915. 
1,220,717. Detachable Hook. William C. Bennett, Rhine- 
lander, Wis. Filed May 16, 1916. 

e 1,220,743. Animal-Trap. Russell Harriman, Kansas City, 
Mo. Filed Sept. 19, 1914. Serial No. 862,426. Renewed Feb. 
19, 1917. 

1,220,764. Lawn-Swing. 
N. Y. Filed June 9, 1916. 

1,220,781. Electric Heating Device. Leon F. Parkhurst, 
Pittsfield, Mass., assignor to General Electric Company. Filed 
Mar. 17, 1915. 

1,220,854. Fruit Seeder or Pitter. Harriet B. Jones, 
timore, Md. Filed Jan. 19, 1917. 

1,220,857. Safety-Razor. Frank A. Fuller, Newark, N. J. 
Filed Apr. 17, 1914. 

1,220,858. Folding Ax. 
Filed Apr. 30, 1915. 

1,220,941. Protector for Padlocks. 
ers, Chicago, Ill. Filed June 19, 1916. 
Chimney and Stovepipe Attachment. Edward 
Filed Nov. 29, 1916. 


James G. Scott, 


John Michael Mayer, Kingston, 


3al- 


Ernest Klepsch, Saginaw, Mich. 


William F. A. Bow- 


C. Henry, Missoula, Mont. 
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OF TRADE AND THE MARKETS 











CONTINUED PRICE ADVANCES MARK ALL 
STEEL AND IRON PRODUCTS. 


The week has witnessed a regular procession of 
price advances on practically all lines of steel and 
iron products. 

One of the important factors in the market is 
agreement which has been made between the Govern- 
ment at Washington and the principal copper produc- 
ers by which this metal will be supplied for army and 
navy purposes at an average price computed by the 
United States Selling Company for the past ten years. 

A similar arrangement is also near completion with 
the large steel makers, although the same basis may 
not rule, as the price arrived at by that method would 
represent a loss to the mills that do not own coal and 
ore mines. 

These arrangements, however, are not likely to 
have any other influence upon the market than that of 
raising the already sky-high prices to the average 
consumer, as it goes without saying that with the 
great increase in demand caused by our country being 
actually on a war footing the supply of raw and fin- 
ished material will be even scarcer than it is now. 

The only non-ferrous metal that shows some weak- 
ness is lead, and there is every reason to expect that 
this metal soon will be quoted above Io cents. 

Dun’s Review of the Trade says: “The strong po- 
sition of finance, commerce and industry is demon- 
strated by the stability of the leading markets, and it 
is noteworthy that impending foreign events have not 
lessened confidence in any quarter. Everywhere there 
are clear manifestations of wholesome conservatism 
and caution, and the general avoidance of over-ex- 
tension in legitimate undertakings affords the best as- 
surance of sustained economic progress. 

“With renewed demands of magnitude in some im- 
portant branches, manufacturing activity continues” 
close to the possible maximum and, where operations 
have abated, it is mainly because of scarcity of raw 
materiais and of labor, or of temporary suspension of 
work through necessary repairs and_ alterations. 
Further additions to available capacity appear in many 
directions and are promptly taken up by the overflow 
of orders in the hands of producing interests, for- 
ward buying increasing in some of the prominent in- 
dustries, such as in steel and iron and textiles.”’ 


Warehouse prices have been advanced again on 
many steel products in sympathy with the higher 
quotations made by the mills. 


STEEL. 


Although the nominal quotation for mill delivery on 
steel plates is 4.69 cents, Chicago, consumers are offer- 





ing as high as 6 cents for any delivery. The leading 
independent has practically nothing to sell for the 
remainder of this year and is out of the market. The 
largest interest is not selling except in cases where 
special considerations rule. Small mills for the most 
part are entirely filled. Occasional contracts have 
been placed with small makers for reasonable deliv- 
ery at considerable premium over these figures. 


Soft steel bars are nominally quoted at 3.54 cents, 
but consumers find it practically impossible to place 
orders even at figures up to 4 cents. Shapes are 
scarce and little can be bought. The nominal quota- 
tion is 3.79 cents, with premiums for special delivery 
bringing prices up to 4.69 cents. 

An advance of $5.00 per ton has been made by 
Chicago warehouses on structural shapes and bars. 
Iron bars are also advanced equally. Steel and iron 
bars now are quotable at 4.25 cents and structural 
shapes at 4.50 cents, Chicago store. 


COPPER. 

The copper market displayed a fairly steady tone 
all week and quotations remained undisturbed. For 
second quarter delivery dealers are holding copper 
from 33 to 34 cents and for third quarter the same 
sources quote from 30 to 31, while producers 
are holding this position one cent a pound higher. 
Buying at present is not impressive,, as con- 
sumers are holding back, waiting to see how Amer- 
ican participation in the war will reflect on business 
in general. Sheet copper has gone up one cent per 
pound, the new base price being 44 cents. Exports 
of copper since January first, as reported by the New 
York Customs House, amount to 70,672 tons. 


TIN. 

While in London, England, standard tin contracts 
were lower, the New York market displayed just the 
opposite tendency and spot tin was quoted 14 cent 
higher, at 5454 cents. The strength here came as a 
surprise to the trade as the statistics of March with 
deliveries of 4,804 tons of tin, and stocks and landing 
on March 31 with 3,362 tons, was thought of as un- 
favorable for the importers. But it seems that most 
of the arrivals were sold on contract and are not press- 
ing the spot market. At the New York Metal !:x- 
change spot tin was quoted at 54% cents bid and 55 
cents asked. Chicago warehouse prices remain at 61 
cents for pig tin and 62 cents per pound for bar ti. 


WRINGER PRICES ADVANCED. 
Wringer prices have been advanced again, the new 
quotations ranging from $1.50 to $3.00 per dozen 
higher. 
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SOLDER. 

Chicago solder prices are 1% cent lower than a week 
ago, the new warehouse quotations being: XXX 
(Guaranteed, 14 & %, 3434 cents; Commercial 4% & Y, 
3234 cents, and Number 1 Plumbers’, 3034 cents. 


WARM AIR REGISTERS HIGHER. 


Manufacturers of warm air registers and register 
faces have made a general advance in their quota- 
tions, the new prices Averaging about ten percent 
higher. Smaller sizes carry a discount of 50 and 5 
percent, while the larger carry 6624 percent. 


TIN PLATE BASE $7.50 FOR FALL. 


The leading interest has announced opening of its 
books for fall at a price of $7.50 per base box, but 
it is quite likely that independent makers will ask 
$8.00. As a comparison, it is interesting to note that 
when the $6.00 base price was made six months ago, 
sheet bars were $45.00 a ton and pig tin 40 cents a 
pound, as against $70.00 a ton and 54 cents a pound 
respectively now. Chicago warehouses have advanced 
their prices on coke plates $1.00 per box, 214-pound 
I C 20x28 being quoted at $19.30. 


SHEETS. 

Steel sheet prices are advancing rapidly in the Chi- 
cago market. Black 28 gauge is quoted at 5.94 to 6.69 
cents; galvanized 28 gauge, 7.44 to 8.19 cents; blue 
annealed 10 gauge 5.69 to 6.19 cents. Corresponding 
figures in the Pittsburgh district are: 51% cents for 
black; 7 cents for galvanized and 5 cents for blue 
annealed. Chicago warehouse prices are higher on the 
following grades: 25 cents on black, 28 gauge being 
quoted at $5.90; 30 cents on polished sheet steel, 28 
gauge $6.85; 25 cents on smooth sheet steel, 28 gauge 
$6.55, all per hundred pounds. 


OLD METALS. 


There is littlke demand for material and dealers are 
not anxious to commit themselves, and most of them 
are not quoting. Consumers are still out of the 
market and refuse to be interested in offerings. It is 
rather difficult to quote the market under existing 
conditions and all quotations may be considered nom- 
inal, as follows: Old steel axles, $38.00 to $39.00; old 
iron axles, $37.00 to $38.00; steel springs, $25.50 to 
$26.00; Number 1 wrought iron, $26.50 to $27.00; 
Number 1 cast iron, $18.00 to $18.50, all net tons. 
Prices for non-ferrous metals are as follows per 
pound: Light copper, 24 cents; light brass, 14% 
cents; lead, 8 cents; zinc, 8 cents; cast aluminum, 34 
cents. 


PIG IRON. 


Northern Number 2 Foundry and Malleable pig 
Iron is holding its position. Even at present high 


levels a heavy inquiry is appearing with constant sell- 
ing. This covers immediate and last half deliveries, 
but melters are becoming interested in the first half of 
1918. 


Considerable selling has been done for that 
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delivery and a large tonnage is pending. For immedi- 
ate delivery iron $39.00, furnace, is asked and for 
the remainder of this year $38.00 to $39.00 is quoted. 
A spot sale of 500 tons of higher silicon was made 
recently at $41.00. For first half of 1918 a price 
of $35.00, furnace, has been announced by the leading 
producer who has made sales on this basis. 

In the Pittsburgh district the general impression is 
that Basic Bessemer Number 2 Foundry and Malle- 
able grades will reach considerably higher prices than 
now prevail—$35.00 for the first and $40.00 for the 
other three. 

From Birmingham comes the report that with the 
exception of small lots to regular customers, sales for 
second quarter delivery are not receiving much con- 
sideration. Quotations are strong with $30.00 per ton 
for Southern Number 2 Foundry, a minimum, for 
local consumption, and there have been sales of spe- 
cial brands and special analysis iron in this section 
at $35. 


SPELTER. 

The spelter market is not particularly active. 
St. Louis quotations are 934 to 10 cents, with New 
York at 10.30 to 10.55 cents. Chicago warehouses 
have made no changes, spelter in slabs being quoted 
at 12 
$22.50 to $23.00 in less than cask lots. 


East 


cents and sheet zinc at $22.00 in cask lots and 


The Matthew Addy Company’s Market Report, Cin- 
cinnati, Ohio, April 6, 1917: 

Pig iron is sailing on an unchartered sea. All the famil- 
iar landmarks have been lost. We know where we are, but 
no one can reaily say where we are bound. About the only 
thing to do is to keep on sailing hoping that the present 
favoring gales will continue to blow, and day by day shap- 
ing our course as the wind of opportunity may waft us. 
3efore this week we had a foreign situation that was new 
and wonderful. Now we have a domestic situation that is 
equally strange and wonderful. America is now at war 
with the most powerful military nation in Europe. Wiil the 
war last long? Will it tremendously increase our industrial 


needs? Will it turn iron from a mere Prince into an Em- 
peror? Or will the war bring burdens of taxation that will 
break us? Will it take from their usual employment so 
many men for military service that manufacturing plants 
will be crippled? Will the Government, as has been done 
abroad, arbitrarily fix maximum prices? Who can. tell? 


Certain it is that no war, big or little, ever left the world as 
it found it, and the future of the iron trade as well as the 
future of America are in the unopened book of Fate. 

March was a remarkable month. The iron trade never 
had a better. Prices rose from $3.00 to $5.00 a ton. Demand 
was tremendous and sales were heavy, and April opens in the 
same spectacular fashion. There seems to be no end to the 
amount of iron that is needed. Of course the price of $50.00 
that is predicted has not arrived, but today’s quotation on 
Birmingham Number 2 is $32.00; Bessemer from $49.00 to 
$43.00: Ohio Foundry is $37.00; Virginia irons are $38.00; 
and the High Silicon Silveries range from $40.40 to $75.00—- 
depending on the analysis. And these quotations are not 
the vagaries of a disordered fancy—they are actual prices 
at which we have this week done business. 


Of course the iron masters are having their troubles. 
One Southern furnace last month requisitioned 1,024 cars 
and received 152. And replacement cost enormously, as, for 


example, a small mine locomotive which cost $12,000 in Sep- 
tember is now quoted at $21,000. AII costs in iron making 
have increased; in the case of coke, about 300 percent. So 
while the prices of iron seem relatively outrageously high, 
as a matter of fact, they are only a little ahead of the ad- 
vance in prices generally. 

Buyers still ask when the thing will stop. 
knew. As far, however, as we can see, there is 
slightest sign of an immediate change. 


We wish we 
not the 
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Current Hardware and Metal Prices. 
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PATENT PLANISHED SHEET, 


IRON. 
Patent Planished Sheet Iron, 

SUPE scivs, soseawes vere $11 50 

SOLDER. 
XXX Guaranteed 4&4 perlb, 34ic 
Commercial $& 4....... ia 323c 
No. 1 Plumbers... ..... a 303c 

SPELTER 
PRR ck csndderssvnecevenens 12¢ 

SHEET ZINC 

CODD, va ciccsevssensssende $22 00 


Less than CaskJots..$22 50 to $23 00) 
| 


COPPER. 
Copper sheet, base ....... «2... 44¢ 





A | eae 9 00 


re 25 
a “Lightning Rifle, 5 
ey erry 2 °2s.| 

escsien Mearmdeetins Rifle, 
NBS 6. 956s ops 06-06 1 25 


Hercules Unique Rifle, canisters 1 50 
Hercules Bullseye Revolver, 
CRN icscsescessccus 1 00 
Shot. 
Drop shot, eee smaller than 
B 25-fb. bags, per bag 
Drop shot, B and —— sizes, 
25-tb. bags, ae 2 95 
Buck shot, Bs Re eas: per bag 2 95 
Chilled shot, 25-Ib. bags, ‘* 3 25) 


ANVILS. 
Trenton, 70 to 80 lIbs...... Sic oer per Ib | 


Trenton, 81 to 150 Ibs...... 
ASBESTOS. 


Board and Paper...........10c per lb. 





144 to 53 lbs. advance 75c. 
BAGS, PAPER NAIL. 


|Pounds..... 


20 
|Per 1,000. . "$2 50 395 4 50 $00 | 


| 


| 


BALANCES, SPRING. | 


PES cuban swaseus bvsebeceet 20% | | 
BARS, CROW. | 
| Pinch or Wedge Point, per cwt.. $4 00 | 


| 

BASKETS. 
Clothes. | 
Small Willow......- -.per doz. 10 00 | 
OR sossseue a 11 00) 
Large sue pre ™ 13 00 | 
\Galvanised Iron. 4 bu. 1 bu. 14 bu, 
i eer $5 50 800 11 00 


No. a Wheeler’ 8.. 


. -per doz. * 80 
No. 2 40 


Asserican Snailhead.. ” i 10 
Rose Ss 1 30 
¥ MR 59:5. 4 1 20 
Mahew’s Flat bea “3 90 
Pa Saal... 5. - 1 40 
| Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
i Sa arerere 
eee eee e 80 
SS Sea ee ” 15% 
Countersink......... 1 30 
Reamer 
enning’s Square..... = 2 50 
tandard Square..... “24 2 00 
American Octagon... ‘“* 1 75 
Screw Driver. 
oe 55 


No. 7 Common...... 
No. 1 Triumph...... 9 2 1 25 


























